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Clayton is one of the world’s few 
experts in yeast technology. Eight 
months each year he is a consultant 
for our yeast producers, Lallemand, 
Inc. of Montreal. The other four 
months he is available to help Scott 
Laboratories and our customers. 

“The strains originally available 
in wine active dry form, Montrachet 
and Champagne, were chosen 
because they were general purpose 
and relatively easy to produce. 
They are still good but I am pleased 
with the part I’ve played in making 
available new yeasts with addi- 
tional advantages. The Institut 
Oenologique de Champagne in 
Epernay asked if we could produce 
and dry their strain. We succeeded. 
Besides its use for champagne, 
Prise de Mousse is being used today 
in many wineries in Europe and 
America for all white wine produc- 
tion. After experiment, people find 
they prefer the aroma/flavor pro- 
file. Similarly, K1 killer and 71B 
high ester producing strains are 
now being used by enterprising 
winemakers in many places beyond 
the stuck fermentations and nou- 
veau wine they were developed for.” 

The techniques Clayton has used 
to do the impossible in yeast produc- 
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Dear Scott Labs: 


LO I’m Asking! Mr. Cone sounds like the kind of fooled seanieg person who 
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fermentation techniques. 
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— Corking & Capping Machine 
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“Lines” 
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TANK MANUFACTURING 


— Fermentation & Storage Tanks 
— Mixing Tanks 

— Palletizable Tanks 

Standard Design or Custom 
Design are available 


FOR MORE INFORMATION OR PRICES CALL: 


In Canada 
CRIVELLER CO. 
6935 Oakwood Drive PO. Box 162 
NIAGARA FALLS, ONT. LEWISTON, NY. 
L2E 6S5 14092 
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Like all columnists, I enjoy receiving 
mail from my readers. It’s reassuring to 
know that someone is reading what 
I've written. Of course, the people at 
PW8SV open most of my letters long 
before I ever see them. Still, it’s a plea- 
sure to get mail. 

Lately, several letters have requested 
ideas for foods that go well with Hor- 
nitos tequila. It seems an absurd re- 
quest, but my love for the product de- 
mands a response. 

First of all, let me set the record 
straight: Jake Lorenzo is no chef. I do 
cook, though, and my line of work has 
given me the opportunity to sample a 
wide variety of cuisines. In short, I’ve 
eaten at establishments from the greasi- 
est spoon to the most tinseled fourchette. 

Quite frankly, only one thing goes 
with tequila, and it’s not easy to make. 
It is, however, definitely worth the 
trouble. 

People often say that wine is food. No 
one would ever say that about tequila. 
Gringos operate under the misconcep- 
tion that tequila is alcohol. This is not 
the case. Tequila is a mildly hallucino- 
genic drug. It happens to be the only 
such drug I still use. 

Since tequila is not a food, it should 
never be whipped, pureed, or diluted 
with other ingredients in mindless at- 
tempts to create “le cuisine.” Because it 
is not alcohol, it should not be chugged, 
slammed, or guzzled in some misguided 
attempt at macho oneupmanship. 

Because it is a drug with a long and 
sacred history, it must be treated with 
respect and consumed in the traditional 
manner, complete with all the sacra- 
ments due its legendary powers. 

Keeping all this in mind, I would say 
that the only food that goes with Hor- 
nitos tequila, or any fine tequila made 
from 100% blue agave, is carnitas. 

My recipe for carnitas is derived from 
a combination of all the best elements 
of preparation observed in eleven years 
of attending crush parties at various 
wineries. Since I have consumed large 
amounts of tequila at each and every 
one of these eleven functions, the recipe 
is rather disjointed, so bear with me. 
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Start with a whole, live pig of 150 to 
200 Ibs. Butcher and gut the pig, saving 
everything for other traditional delica- 
cies. Shave all the fur off the pig until 
the skin is smooth, then clean. Hang 
the pig overnight, uncovered, in a cool 
place. 

(Unless you are a glutton for punish- 
ment, I highly recommend hiring a pro- 
fessional for this first stage of prepara- 
tion. They’ve got all the necessary ex- 
perience and equipment, only cost 
about $25, and allow you to drink cold 
beer while they do the work.) 

The next morning, set out a large, ice- 
filled container. Stuff it with plenty of 
beer and three or four bottles of Hor- 
nitos tequila. You'll need lots of limes, 
some salt, a little sugar, four or five 
bulbs of garlic, and some very sharp 
knives. 

With the pig on its back, push on all 
four legs. Chop out the backbone. Cut 
out the ribs and keep for another meal. 
Cut off the head and keep for tamales. 
Cut off the tail and keep around to gen- 
erate traditional jokes. 

Cut away the skin, leaving the fatty 
layer attached. Set aside. Bone out the 
rest of the pig and leave the meat in big 
chunks for the carnitas. 

By this time, you should have a fair- 
sized group of people hanging around, 
so it’s probably time for a round of beers. 

Start a fire on the ground. Set up three 
cinder blocks around the fire so they 
evenly support the carnitas pot. The 
carnitas pot should be made of copper, 
about 21 feet in diameter, and with 
sides about two feet high. 

Keep the fire stoked and toss about 
three pounds of lard into the pot. While 
it’s melting, cut the skin, with its at- 
tached layer of fat, into cubes or strips. 
Throw the skin into the pot and stir oc- 
casionally with a long-handled spoon 
fashioned from a 2x4. 

Keep the fire hot. After an hour or so, 
the fat will have melted off the skin, the 
skin will be crunchy, and you will have 
hot, fresh chicharrones. These are best 
served hot, sprinkled with salt and 
lemon. A shot of ice-cold tequila at ex- 
actly this point will be as close as you 
will ever get to heaven on earth. 

Strain the oil, clean the carnitas pot, 
and then pour back the oil. Get a me- 
dium-hot fire going and add the garlic. 
Be sure all the cloves have been separ- 
ated and peeled, and use lots of them. 
Stir the garlic in the hot oil just until it 
turns golden brown, then remove from 
the oil and place on a table for munch- 
ing. 
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Add all the meat for carnitas along 
with the heart, liver, and kidneys. Cook 
over a medium-low fire, stirring occa- 
sionally, for about two hours or until 
the meat is tender. 

This is the time for talking and listen- 
ing to music while sipping ice-cold beers 
and taking an occasional shot of Hor- 
nitos. Remember, you should never have 
more than one shot glass at a party. 


About twenty minutes before the meat 
is done, you need to add Jake’s secret 
sauce. This consists of carmelized sugar 
with a little water, heated in a sauce- 
pan. Add an equal amount of lemon 
juice until you get about 8-0z of sauce 
altogether. 

Since you have meat cooking in pure 
fat, when you add the water-based 
sauce it has no place to go except di- 
rectly into the meat. It gives the meat a 
sweet glaze that's terrific. 

When the meat is tender, remove from 
the oil, chop into chunks, and serve 
with lots of hot corn tortillas, a variety 
of hot salsas, guacamole, cilantro, and 
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ACTIVE DRY YEAST FOR 1989 VINTAGE 


From ETS Laboratories, St. Helena, California 
¢ BURGUNDY 


raw red onion. 

The oil can be saved for other uses, 
and the pot should be sprinkled liberally 
with salt and scoured with lemons. 

The rest of the afternoon and evening 
consists of good company, cold beers, 
good wine, and great carnitas tacos. 
Pacing is critical. Space the beer, wine, 
and tacos over a5 to 8-hour binge. You 
will sleep the sleep of the innocent and 
dream the dreams of angels. 

Serves 30 to 60. a 
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From The Australian Wine Research Institute culture collection 
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From Tyrrells Vineyards isolates (Hunter Valley, Australia) 


Clients’ own cultures maintained and dried (under strict security). 
Species identity confirmed by DNA fingerprinting. 

Intek is unique in the world in having established a plant capable of producing efficiently individual winemakers and 
brewers house yeast strains in the purest available dried form in quantities as small as 50 kilograms. 


e NUTRIFERM - Yeast Nutrient 


A mixture of pure vitamins free from amino acids or inorganic nitrogen. 


@ MALOSTART - MLF Nutrient 


A complex mixture of tomato juice solids, peptonized milk and yeast extract to stimulate growth of Leuconostoc oenos. 


1889 Broadway, Suite 206, San Francisco, CA 94109 
Phone: (415) 776-6930 Fax: (415) 776-7106 
Product of Australia 
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Tracy Toovey was one of the wine in- 
dustry’s own. He got into the wine busi- 
ness because he loved the stuff. He worked 
his way from tasting room to cellar, to 
winemaker through enthusiasm, hard 
work and dedication. Tracy was a work- 
ing winemaker. His boots were dirty, and 
at crush his hands were black. 

Toovey had a wife, a 5-year-old daugh- 
ter, and a 5-month-old son. The well- 
being of his family was Tracy's foremost 
concern. 

Now Tracy is dead, murdered by a fel- 
low employee at Grand Cru Winery in 
Glen Ellen, CA. Cathy has no husband; 
Kerissa and Kieran have no father. 

Toovey was one of our own, and he was 
my friend. While it is too late for us to 
help Tracy, we can help ease the financial 
burdens of his family. Jake Lorenzo asks 
you to contribute generously to: 

Toovey Family Trust 
c/o Sonoma Valley Bank 
202 W.Napa Street 
Sonoma, CA 95476 


6 INSIGHTS 


The 
Wine 
Lawyer 


R. Corbin Houchins 


The new 
trademark game 


On November 16, 1988, President Ronald 
Reagan signed into law the Trademark 
Law Revision Act of 1988 (TLRA), to 
become effective one year later. 

The TLRA introduces the first major 
change since 1946 in the way trademarks 
are protected in this country. Its impli- 
cations for every packaged goods busi- 
ness are profound. Beginning this fall, 
wineries must change the way they 
protect their brand names. 

We conclude our short series on trade- 
mark matters with a brief preview of 
the new rules. 
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The importance of use 

Under the existing scheme, trademark 
rights are recognized only after the 
brand name has been used. 

Since ‘use’ is not effectively defined, 
and priority of use is generally the de- 
ciding factor in disputes over rights in 
the same or similar marks, controversy 
arises over what acts constitute ‘using’ 
a trademark. Under present law, actual 
sales of the product bearing the mark is 
virtually always recognized as use. Some 
courts have expressly recognized that 
‘token’ sales for the sole purpose of ac- 
quiring trademark rights are sufficient. 

Current procedure, then, is based on 
making some kind of sale as early as 
possible in order to foreclose everyone 
else from the brand name. Large mar- 
keting companies are often accused of 
‘warehousing’ brand names by making 
token shipments to support rights in 
many more trademarks than they will 
ever use. 


The race to reserve 

Once the new law makes it possible to 
‘reserve’ a trademark for a limited time, 
the rationale for shipping a few bottles 
with photostat labels will end. 

The new procedure will be to adopt 
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the mark (after suitable research into its 
availability), file the registration at once 
(which the new law recognizes as ‘con- 
structive use’), and then make actual 
good faith use of the trademark “in the 
ordinary course of trade, and not... 
merely to reserve a right in the mark,” 
within the statutory period. 

How long will you have between ap- 
plication and roll-out of actual sales? 
Probably a little over a year in most 
cases. 

The intent-to-use application will be 
filed and handled by the Patent & Trade- 
mark Office much like registration appli- 
cations under the present system. There 
will be a first screening by the trade- 
mark examiner to determine whether 
registration will be allowed. That means 
that publication of the notice of allow- 
ance should occur in one to three months 
after filing. 

An affidavit of actual use must be filed 
within six months of publication, unless 
a request for extension is filed within 
that time. The first extension request 
will extend the period another six 
months. Up to two additional years are 
possible on showings of good cause. 
We will have to wait for the Patent & 
Trademark Office to gain experience 


Tri Transport 
209 659-3913 


JULY/AUGUST 1989 


with the new system before we know 
with certainty what factors will consti- 
tute good cause. 

At this point, it looks as if aggressive 
packaged goods companies will stop 
sending products across state lines to 
nominal purchasers who really don't 
want to buy them and will start filing 
masses of intent-to-use applications. 

For most wineries, the new procedure 
should be welcome. It will be especially 
convenient for new wineries that are 
not selling product at the time they 
adopt their marks. 

On the other hand, the relative conve- 
nience of a reservations system may be 
a mixed blessing. It will encourage any- 
one thinking of using a name, or wish- 
ing to prevent others from using a name, 


INSIGHTS 7 


for a time, to file an intent-to-use appli- 
cation. 

There may be fewer names that are 
clearly available, although it will be 
easier to discover conflicts if brand 
names that were formerly found only in 
‘common law’ sources [as explained in 
the preceding column] become search- 
able as registrations, which are part of 
a computerized data base. 

While it is possible that token construc- 
tive use will replace token actual use, 
swelling the files at the Patent & Trade- 
mark Office, the new law will also do 
something to reduce the file volume. 

Registration certificates issued under 
the new law will expire after ten years, 
rather than the current twenty, if not 
renewed. The affidavit of continuing 
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use required before the sixth year will 
have to contain a higher level of proof 
of actual continuance. The intended ef- 
fect is removal of outdated trademarks 
from the files, with the probable effect 
that many more expired marks will be- 
come available for adoption by others. 

Other provisions of the new law in- 
crease protection afforded by registered 
marks and expand the definition of 
false advertising. 

In general, the TLRA should make it 
easier and less expensive to protect 
trademarks, more difficult to warehouse 
names, and more expensive to infringe 
the rights of others. I wonder if we could 
get our lawmakers to take an equally 
sensible approach to the wine regula- 
tion picture? e 
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| & Waste 


Chinese oil and the 100,000 mile overhaul 
On the wrong side of 50, one begins to ex- 
perience aching joints and muscles. No 
longer does one reach for the ‘Ben-Gay’ or 
simple rubbing alcohol. Horse liniment 
(DMSO), menthol-ice, deep penetrating 
analgesics, ultra-sound therapy, and moist 
heat all have emerged as sports medicine 
and bio-mechanics have come of age and the 
repair and rapid rehabilitation of broken 
athletes has become an economic necessity. 

My generation was made to understand 
that strength and endurance were skeleto- 
muscular goals to be achieved. Many who 
took these objectives seriously are learning 
that pain and muscular distress are har- 
vested in full measure in later life. Muscle 
suppleness and stretching before and after 
exercise were virtually unknown. 

All is not lost, however, for there are reme- 
dial exercise programs to partially restore and 
abate the deterioration of abused bodies, as I 
am learning through hands-on experience. 

In the midst of my new-found enthusiasm 
for specific muscle attention, an ancient 
balm was revealed to me by a former Peace 
Corps member, who discovered it in the 
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ETS Laboratories provide a complete spectrum of analytical 


L ETS Laboratories « 1204 Church Street: St. Helena, CA 94574 Telephone 707-963-4806 Telex 6502699293MCI FAX 707-963-105: 


D.R. Storm, Ph.D, P.E. 


services to the wine, distilled spirits, and brewing industries. We are 
committted to assist our clients with a level of expertise, reliability, 
technical capability, and objectivity unmatched among independent 


laboratories serving the alcoholic beverage industries. 


Philippines, where it is fondly called ‘Chi- 
nese Oil’. Its trade name is ‘‘White Flower 
Analgesic Balm’’ and it is manufactured in 
Hong Kong. 

‘White Flower’ is similar to Tiger Balm, 
which made its Hong Kong inventor a 
wealthy man. Most health food stores have 
such body aids, but you might have to spe- 
cial order the ‘Chinese Oil’. 

Several cautions: never use it just before 
boarding an airplane (your fellow passen- 
gers will be sniffing around trying to dis- 
cover who is emitting the powerful herbal 
essence); never get it in your eyes or any- 
where the sun don’t shine; and make sure 
your spouse or roommate can handle the 
Mack truck-size olfactory stimulation that 
comes from its application to a warm body. 


Paints and 
coatings 


If it doesn’t move, paint it! 

This old U.S. Army cliche (If it moves, 
salute — if it doesn’t move, paint it!) is 
almost universally applicable to those 
elements of a winery water supply and 
wastewater system that are not buried. 
They must be protected from corrosion, 
dry rot, sun, and the antagonistic, moist 
environment associated with sewerage 
systems and wastewater. 


What kind and what color? 


Tragically, university level courses in 
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paints and coatings are not, to my know- 
ledge, taught to design professionals. 
Like most people who own a home or a 
boat, the science and craft of painting 
are learned from hardware and paint 
store specialists and by trial and error 
in the school of hard-knocks. 


Water-thinned paints were developed 
shortly after World War II. These coat- 
ings are often called latex-based paints, 
and they can be removed from floors 
and washed out of rollers and brushes 
with soap and water. They are fast-dry- 
ing, almost odorless, and easy to use. 

Solvent-thinned paints, also called 
oil-base or alkyd paints, are a bit more 
troublesome to use. Clean-up of work 
areas and equipment requires solvent 
or paint thinner. They are not odorless 
and can cause headaches and nausea 
when used in a space that is not pro- 
perly ventilated. What they do have go- 
ing for them is a surface coating that is 
tougher and has a longer potential life 
than latex paints. 


Finish, texture and specialty paints 

Both latex and alkyd paints come in 
three basic finishes: 

a) flat or low-gloss (also known as 
satin, eggshell, or luster); 

b) semi-gloss; 

c) high-gloss. 

Besides differences in appearance, the 
finish must be matched to the location 
(interior, exterior, and type of environ- 
ment — i.e., wet, dry, south-facing with 
full solar radiation, etc.). The finish 
helps determine how well the paint 
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will wear at a given location. The fol- 
lowing rules of thumb work well for 
matching most locations and environ- 
ments to type of finish: 

Flat Paint — Interior walls and ceil- 
ings; easy application with better cover- 
age at lowest cost. Duller surface fin- 
ishes are not resistant to wear in active 
spaces, and they do not respond well 
to washing. 

Semi-gloss and high-gloss — Used 
principally to protect doors, window 
casings, laboratories, bathrooms, etc.; 
can be washed without damage and 
are more tolerant of moist, warm envi- 
ronments. 

Chemical-resistant paints — Some 
environments in and around water 
supply and waste treatment facilities 
are so hostile that special coatings are 
required to resist chemical breakdown 
of the paints. Some epoxy enamels are 
resistant to virtually all chemicals, but 
they are very expensive. (A careful study 
of the paint manufacturer’s recommen- 
dations is strongly suggested for selec- 
ting the proper chemical resistant paint.) 

Paints for metal surfaces — Most of 
the piping used in water supply and 
waste treatment plants is of the poly- 
vinylchloride or galvanized iron type, 
which does not require a paint or coat- 
ing. Miscellaneous metal work such as 
non-galvanized railings, pipe brackets, 
and saddles all require suitable under- 
coats (primers) and finish paints. Coal 
tar enamels and epoxy paints make ex- 
cellent protective coatings for metal. 
Primers 

A primer or base coat seals metal and 


wood surfaces and provides a bonded 
coating for the finish paint. Primers are 
always required for: (1) a surface that 
has never been painted, i.e., galvanized 
pipe railing that is beginning to rust; (2) 
when a significant color change is made; 
and, (3) if a glossy surface is covered 
with a latex or a latex with an alkyd. 

The primer used must be compatible 
with the finish paint to be used. Primer- 
paint incompatibility can lead to chip- 
ping, scaling, cracking, and bubbling of 
the finished work. 


Other specialty paints 

‘One-coat’ latex or alkyd paints can be 
used successfully on surfaces that have 
already been primed. These paints usu- 
ally contain more pigment, which makes 
them more expensive. 


. Texture paints permit the covering of 


imperfections to give a rougher finish- 
ed surface. Some have the texture ma- 
terial (generally silica sand) pre-mixed, 
while others need an additive blended 
in. Application of these paints is dif- 
ficult and time-consuming. 

Tri-butyl-tin (TBT) oxide paints have 
an anti-biological characteristic that can 
prevent the growth of black mold and 
other fungi in damp winery spaces. 
They are often used in shower pans 
and on boat bottoms to prevent the 
growth of attached aquatic organisms. 
Carefully read and follow the precau- 
tions regarding their application and 
use. 

Dripless paints are great for painting 
ceilings without a mess, but they are 
expensive. 

Acoustic paints permit the painting of 


gallonage range. 


Wine tanks are our speciality. We’ve designed and manufactured 
hundreds of fixed top and variable capacity wine tanks in every 


Not only will you be impressed with our quality wine tanks, we'll 
also impress you with our competitive prices. We’d love to quote 
on your next wine tank order. Please give us a call. 


—______ SPOKANE 
NIE 
—______ PRODUCTS 


PO. Box 3621 
Spokane, Washington 99220 


In WA 1-800-572-3709 
Outside WA 1-800-541-3601 
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acoustical tile without loss of acousti- 
cal properties. They require special ap- 
plication with a sprayer or specialty 
roller. 


Paint application 

Boatswain Pike, USN, was my ship- 
board mentor on the care and mainte- 
nance of Navy vessels. When rollers 
first appeared in the early 1950's, War- 
rant Officer Pike tried them and found 
them lacking. He said there was some- 
thing about the stroking motion of a 
hair brush that made the Navy’s haze 
gray paint adhere to the steel hull. 

As Boatswain Pike’s experience in- 
cluded the painting of an ocean-full of 
ships over a 30-year Navy career, I ac- 
cepted his theory and am today a con- 
firmed hair brush advocate, although 
paint sprayers and rollers certainly have 
their place in paint application tech- 
nology, and I defer to professional paint- 
ers on their merits. a 

David Storm is a consulting civil and 
sanitary engineer and owner of Winters 
Winery. 

References 

Paints and Coatings Handbook, 2nd Edi- 
tion, Abel Banov, Structures Publishers 
Co., Farmington, MI, 1978. 


Suppliers advertising in PW&V 
demonstrate a commitment to 
the grape and wine industry. 
They deserve your consideration 
when purchasing supplies. 
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Crop estimation 


for sparkling wine 
at Domaine Chandon 


By Zach Berkowitz, Domaine Chandon 


Years ago, I was part of a group from 
Domaine Chandon visiting vineyards 
in Champagne owned by Moet and 
Chandon. For days we listened to the 
vignerons moan and groan about the 
frosts they had a few weeks before our 


only two varieties should be easy, but 
clonal differences affect production 
patterns. 

Most north coast vineyardists are fa- 
miliar with the two most popular clones 
of Chardonnay — the so-called ‘Wente’ 
clone and the heat-treated ‘superclone’. 
Given the large difference in cluster 
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a block of the Wente clone averaging 50 
clusters/vine yields four tons/acre, a 
block of heat-treated Chardonnay with 
the same cluster count might yield 6.6 
tons/acre! 

Pinot noir clones also are diverse in 
production patterns, and many differ- 
ent clones are grown in north coast 
vineyards. The Champenoise have iden- 
tified over 175 clones of Pinot noir, and 
the variety is the subject of clonal selec- 
tion research around the globe. 


Fig. 2 - Pinot noir clone/selection 
cluster weights (g) 


size between these clones (Fig. 1), they 
must be treated as separate varieties. If 


visit. Everybody was predicting a 50% 
crop loss. 

There was, however, one old-timer 
who complained that the vignerons 
were always predicting catastrophe, 
that they were always being pessimis- 
tic. Well, the old-timer was right — 
yields were only 10% below normal 
that year. Bes 

There are two lessons to be learned 
from this. First, the Champenoise, who 
have grown grapes in the same vine- 
yards for centuries, are not any better 
than we newcomers are at forecasting oy) Ajo. ineade kuaneg tink meet one ae 
yields. Second, it is difficult to be objec- 
tive when it comes to predicting crop, 
especially in your own vineyard. 

Everyone knows someone who can 
walk through a vineyard and, based on 
a visual assessment, give a fairly ac- 


Fig. 3 - Pinot noir clone/selection 
cluster counts/vine 


Fig. 1 - Chardonnay clone/selection 
cluster weight (g) 
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TABLE I 


M&H VINEYARDS 
GRAPE SUPPLY 1982-90 


curate crop estimate. But can he or she Jesse eee Te aeece 1989------ Pee Pore: 199.0 -0=---- Niseaeect 1.9.9))e22-2en Pas eaeee 4.992c-s-o-= / 
do it year Wie year? VAR. TONS ACRES T/AC TONS ACRES T/AC TONS ACRES T/AC TONS ACRES T/AC TONS ACRES T/AC 
. CHAR 432 108.0 4.0 432 108.0 4.0 432 108.0 4.0 432 108.0 4.0 432 108.0 4.0 
Probably not. Every grower and wine- CHAR 138 24.4 55 138 24.4 5.5 133 24.1 5.5 133 241 5.5 433 5 244 5.5 
- uy CHAR 103 20.6 5.0 103 20.6 5.0 103 20.6 5.0 103 20.6 5.0 103 20,6 5.0 
maker has had the surprise of being CHAR go). 5.9 - -S'Sas a2) 5:0 SiS SnSO= 519) 5 60 cGo estoums 5 Gee ouemNn Omen 
CHAR 35 10.0 85 35) 10.0 3.5 35 10.0 3.5 35 10.0 SEY SD: 10.0 3y5: 
caught short of expected grape supply, CHAR 220 40.0 5.5 220 40.0 §.5 220 40.0 §.5 220 40.0 5.5 220 40.0 5.5 
1 CHAR 102 18.5 §.5 102 18.5 a5 102 18.5 5,5) 102 18.5 5.5 102 18.5 5:5 
2 of having many more tons to deal CHAR 67 13.3 5.0 67 13.3 5.0 67 13.3 5.0 67 13.3 5.0 67 13.3 5.0 
with than expected. A good SNe oe SUB 1,123 240.4 «4.7 1,123 240.4 4.7 1,123 240.4 4.7 1,123 240.4 4.7 1,123 240.4 4.7 
timate is a very valuable piece of infor- 
ation! 
matio TABLE II 
Sparkling wine grapes i TY OY Te 
There are two key factors in estimating TONS] TONS/AC] TONS[TONS/AC| _TONS[ TONS/AC '83-'87 
a crop intended for sparkling wine pro- CHAR 12 36 5. u438 4:7 47 © 6010 1) 195 9391. 12009 28 2.6 
awe HS: . CHAR 3 1 74 Qilb 1128-0 244s Sips eliggmn oad 5.8 5.5 
duction: the limited number of varie- CHAR 38 1400 23 142 B30) gen 20.Ge en o:5 66 206 93.2 4.3 
Bren 6 ; CHAR 46 3.8) an d/O Cann OnO 91 75. 33 EG 2 iG re Wii hay 6.9 
ties involved and their early harvest. CHAR 35.4.8 168. 48.5 6Guk@ Ate = con e060 6,Ous fee eee ee ends 
In California, the two principal varie- Cree eure OG ot Gen cae cme Gn Ave Me ue 6.2 
i ; ; ‘ : CHAR 58 io Ghee SES  eKS 56) 118-6) 3.0 3,3 
ties used in sparkling wine are Pinot CHAR 155 3.70 1246 mee 5 Cuno 0 = rice SED eS 53) id.an- = 4:0 4.8 
CHAR 553 4.3 483 589 275 206 


noir and Chardonnay. Pinot meunier 
and Pinot blanc are also used, but in 
much smaller amounts. Forecasting for 
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At Domaine Chandon, we are looking 
at ten clonal selections of Pinot noir. 
Based on 1987 data (Figs. 2, 3), these 
vary greatly in cluster numbers and 
weights. Unlike other varieties that 
have one dominant clone or several 
clones with similar yield profiles, Char- 
donnay and Pinot noir clones probably 
should be treated separately, especially 
when historical cluster weights are be- 
ing used to estimate yields. 

Sparkling wine grapes typically are 
harvested at 18° to 19.5° Brix. This is 
very significant, since fruit development 
up to this point is still linear, .e., the 
rate of maturity and the increase in 
cluster weight are developing at a pre- 
dictable rate over time. 

Our data from 1987 and previous years 
show that the rate of maturity follows a 
straight line up to our harvest date. 
When we have left fruit on the vine for 
still wine production (22° to 23° Brix), 
maturity rates tend to drop off (Figs. 4, 
5, 6). 


Similar trends apply to cluster weight 
development (Figs. 7, 8). Based on my 
own observations and discussions with 
growers, cluster weight growth slows 
down around 20° Brix, depending on 
the variety and season. Unfavorable 
weather slowing down sugar accumula- 
tion, bird damage, dehydration, and 
other factors all become more signifi- 
cant later in the season. 


In summary, unlike grapes left to ma- 
ture at higher sugar levels, sparkling 
wine grapes are still in a linear mode of 
development at harvest. This may be 
an advantage for predicting yields, but 
growth is still rapid during this linear 
phase, and weights at 18° Brix may be 
considerably different than they will be 
at 19.5° Brix or higher. 
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Fig. 4 - Maturity rates relative to time 


y =.022x+15.368,r 2=.984 
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Fig. 5 - Maturity rates relative to heat 
summation 
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Fig. 6 - Maturity rate drop-off after 
20° Brix 
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TABLE Iil 


DOMAINE CHANDON 
CROP ESTIMATES 
CARNEROS 1 RANCH 


BUD COUNTS (FEB.) 


BL. No. VARIETY] VINES[ACRES] BUDS] #/B U Dj#/VINE 


P NOIR ae 
: PBLANC 10800 
7 CHARD 8600 


4.4 24.10 0. & 
17.3 24.40 ORS 
13.8 23.60 0.35 8.26 2.6 36 


14.46 Te 
12.20 3.8 e 


CLUSTERS COUNTS (MAY) 


BL. NO. “VARIETY| VINES[ACRES] Cl] #/CLi#/VINE 


P NOIR rae 
; PBLANC 10800 
7 CHARD 8600 


4.4 44.40 0. a 
17.3 36.50 
13.8 36.10 0.25 9.03 2.8 39 


13.32 ist = 


0.275 10.04 Saul 54 


Methods of crop forecasting 

Crop estimates are easy in ‘normal’ 
years. What we need is a good crop 
estimate system that is easy and accur- 
ate, especially in those tricky years 
when yields deviate from the average. 
At Domaine Chandon, the first step in 
making an accurate forecast is the col- 
lection of data. We are taking more and 
more counts and weights from our own 
vineyards and in the vineyards from 
which we purchase grapes. 


Most of the methods I will describe 
are used primarily in our own vineyards, 
but they are being expanded to those 
we buy from as well. Methods for esti- 
mating vineyard yields range from 
mathemetical projections made up to 
five years before a vintage to the almost 
daily measurement of cluster size that 
occurs right up to harvest. 


Depending on the need, the following 
methods are used: 

Long-range forecasts are not expected 
to be accurate to two decimal places. 
The purpose here is planning. Five- 
year historical averages are carried for- 
ward to produce a surprisingly accurate 
estimate. This large spreadsheet is man- 
aged by the accounting department 
(Tables I, II). Updates are made each 
year, adding new vineyards and reflec- 
ting new vineyard practices. Tonnages 
are summarized by variety and source 
(contracted versus winery-owned vine- 
yards). 

Dormant bud counts can indicate 
yield six to eight months before harvest 
(Table III). Adjustments can be made 
using input from observations and mea- 
surements made after grape set. In our 
case, this method is not given high pri- 
ority, since all our vines are cordon- 
pruned and bud counts are fairly con- 
sistent from year-to-year. However, this 
system does have value in young vine- 
yards, the productivity of which can be 
predictably calculated on a per bud basis. 


To forecast for the current season, we 

use the formula: 
vine yield=cluster counts xcluster 

weights 

Cluster counts are made in the spring, 
usually in May, and an estimated cluster 
weight is applied to the formula. Cluster 
counts are done on a block grid pattern, 
e.g., every 15 rows, every 10 vines. Clus- 
ters are counted from stake to stake, so 
actually two half-vines are counted. 

Not only is this easier for the counter, 
but if a data vine is abnormal it will only 
contribute half a vine’s worth of data. 
Vines with little or no fruit are included 
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as they theoretically represent the cor- 
responding percentage of the entire 
field in the same condition. Typically, 
40 to 60 vines are counted for each 
block of 10 to 20 acres. 

Usually, three to six people do the 
counting, including vineyard super- 
visors and some fieldworkers. Cluster 
counters do not have to be graduate 
students. The job requires only that 
one be able to count and write, tolerate 
digging into vines covered with spiders 
and sulfur dust, and understand the 
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importance of accuracy. 

The fieldworkers we have selected do 
a great job and usually finish their rows 
first. Counting clusters is boring, but I 
participate in every block that I man- 
age. I find cluster counting a great rea- 
son to get out into the field and a good 
way to get a feel for each vineyard. 

Using a statistics computer software 
program, mean cluster counts, and the 
relative variation from them, are cal- 
culated and recorded. The mean fig- 
ures are entered into a spreadsheet that 
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includes vine counts for each block and 
historical cluster weights. Eventually, 
yield and yield/acre are calculated 
(Table III). 

Historical cluster weights (Fig. 10) give 
a preliminary estimate at the time of 
cluster counting. Later adjustments can 
be made as cluster size becomes evi- 
dent. In normal or near-normal years, 
this spring estimate can be very accur- 
ate. It is the unusual year that requires 
an adjustment. In years in which our 
estimates have been way off, it has been 
because cluster weights were unusual. 


Predicting final cluster weight is the 
next step in forecasting yields. In 1987, 
we began taking cluster weights from 
some key vineyards two or three times 
each week (Figs. 7, 8). Preliminary re- 
sults suggest a predictable pattern which, 
if applied to the cluster count data, 
could produce more accurate estimates. 


Another exciting idea is Steve Price’s 
lag phase cluster weight procedure, 
described in PW&V (May/June 1988). 
By midsummer of 1988, our cluster 
counts were up, but cluster weights 
were down by 25% or more. Clearly, if 
measurements during the season can 
predict weights at harvest, all growers 
will be better able to forecast the size of 


their crop. 


Another promising method for esti- 
mating yield is that of Dr. George John- 
son, an instructor of Statistics in the 
Dept. of Management at Sonoma State 
University. Dr. Johnson plots yield 
against cluster counts. On a graph are 
several years’ worth of counts for each 
of ten indicator vines. Counts for the 
current year are overlaid onto the his- 
torical counts and positioned at the ap- 
propriate crop level using ‘pattern 
recognition’. 

With more years of data and the use of 
artificial intelligence and ‘fuzzy logic, 
Dr. Johnson believes his pattern recog- 
nition method could become very useful 
for the wine industry. 

As a sidelight to this work, Dr. John- 
son has discovered that every vineyard 
tends to produce either a vertical, hori- 
zontal, or proportional pattern of pro- 
duction (Fig. 10). 


Vertical vineyards have similar cluster 
counts each year, but yields vary each 
season. Horizontal vineyards produce 
similar yields regardless of the cluster 
counts. Proportional vineyards consis- 
tently produce yields that vary with 
cluster counts. Many growers have ob- 
served these patterns. Perhaps we will 
be able to use this information more ef- 
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Fig. 7 - Chardonnay cluster weight 
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7) Fig. 10 - Vineyard production patterns 
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fectively in the future. 

Dr. Johnson’s attitude is shared by 
many growers. In the future, we should 
be able to make better estimates than 
we do now. After all, there are specific 
dynamics involved, most of which we 
should be able to account for. 


1988 results 
In the Napa Valley and in the Carneros 
district, Pinot noir yields were consis- 
tently below normal (up to 50%) in 1988, 
but Chardonnay yields were normal. 
) Low Pinot noir yields were due to lower Ube East Coast Distributors/Representatives: 


berry weights and fewer berries/cluster. SWK FILTR ATION INC, _ Filter Equipment Co., Inc. 


Typical cluster weights in 1987 were 170 1440 Highway 34, Wall, NJ 07719 


1350 Industrial Avenue, Suite G ; 
to 180 grams compared to less than 100 Petaluma, California 94952 Phone (201) 938-7440; FAX (201) 938-3312 
grams in 1988. Berry weights in 1987 (707) 763-4844 Juergen Loenholdt 
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CLUSTER COUNTS 
1985-1988 
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The estimates based only on cluster 
counts were 27% and 23% above actual 
for Pinot noir and Chardonnay. Esti- 
mates for Pinot blanc were 25% above 
actual. 

Upon beginning regular cluster weights 
in four indicator vineyards, it was im- 
mediately clear that 1988 cluster weights 
were much lower than normal. For two 
Pinot noir vineyards, cluster weight 
estimates were adjusted down by 43% 
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based on early July cluster weights. The 
resulting final crop estimates were 
within 5% in one site and 15% in the 
other. 

By mid-July, we were well aware that 
yields would be down. The Chardon- 
nay site estimate was 20% too low. The 
Pinot blanc estimate was within 5%. 
Summer cluster weights improved the 
estimates considerably, especially for 
Pinot noir. 
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Results with the lag-phase method 
were impressive given that forecasts 
were based on data from only one year 
and that comparison dates from 1987 
were estimated. For example, one of 
the indicator Pinot noir sites had 37% 
lower cluster weights at the lag-phase 
date (July 1). This would result in cluster 
weights of 100 to 110 grams — very close 
to actual values. 

1988 was a difficult year to predict 
yields, especially for Pinot noir. At 
bloom, yields looked encouraging due 
to high cluster numbers. Poor weather 
during bloom, the drought, and other 
factors resulted in small clusters. While 
initial forecasts were misleading, mid- 
season measurements gave advance 
warning of the light crop that resulted. 


Conclusion 

As new methods of analyzing data are 
developed and climate and pollination 
methods are applied, there is hope that 
we will soon have new tools to use. Of 
course, I’m sure we will still be out in 
the vineyards at least a few times to 
confirm the calculations. Nobody likes 
a surprise. a 
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If you’re interested in improving oak flavors in 
your wine and saving 75% of the cost of barrels, 
call INNERSTAVE" (707) 996-8781 
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Harvest date prediction 


of Pinot noir for sparkling wine 


By Ken Bernards, Domaine Chandon 
The consistency of the post-veraison 
growing season in California allows for 
greater predictive ability than is possible 
in many cooler climates. The ability to 
predict harvest dates is valuable for 
both large and small wineries because 
advanced planning permits efficient 
use of facilities and labor. 

In addition, wine quality can be en- 
hanced by picking closer to the desired 
maturity. Therefore a study of matura- 
tion curves for four vineyard blocks 
was conducted over a period of eight 
years. Also included in this study was 
a qualitative analysis of maturity 
regression curves, based on data drawn 
from 87 vineyards during the 1988 
harvest. 


Hypothesis of linear maturation 

The varietal studied was Pinot noir to 
be used for sparkling wine, picked at 
approximately 18° to 19° Brix. Our hy- 
pothesis was that the maturation curve 
was linear from 10° to 19° Brix. During 
the 1988 harvest, maturity curves from 
87 vineyard blocks were graphed and 
fitted to a linear regression curve (Fig. 1). 

Each sampling block provided a mini- 
mum of four samples, starting at 10° 
Brix, with samplings taken every two 
or three days until harvest. A minimum 
sample of 100 berries was randomly 
picked by experienced grape samplers. 
Brix values obtained from berry samples 
were compared to cluster samples taken 
weekly in 20 of the vineyard blocks. 


Fig. 1 - Typical vineyard maturity curve 


y = .283x + 12.263, r2 = .981 


Day of Sample 


Eighty-four of the 87 blocks were statis- 
tically significant at the p=0.01 signifi- 
cance level or better. There are many fac- 
tors that can account for minor devia- 
tions from linearity, including sampler 
error, variations in ripening within the 
sampled vineyard block, and weather. 
Taking these variables into account, we 
considered our hypothesis to be 
reasonable. 


Weather vs. maturation 

From 1980 to 1987, weather and matur- 
ation data were accumulated from four 
vineyard blocks. An on-site weather 
station recorded maximum tempera- 
ture, minimum temperature, mean tem- 
perature, and calculated degree day. 
The maturation curve was then over- 
laid on the daily maximum temperature. 

This revealed that weather could greatly 
affect the short-term ripening of the 
grapes, but appeared not to have a 
long-term effect on the maturation rate. 
More precisely, when the maximum 
daily temperature rose above 95°F or 
fell below 80°F, a slowdown or stall was 
observed. However, as soon as the tem- 
perature extreme subsided, the maturity 
progressions were observed to rebound 
back to an established curve. 

There is an example of a high temper- 
ature stall in Fig. 2. Between the 20th 
and 23rd of July, 1986, temperatures 
rose to about 100°F. A corresponding 
Brix stall and subsequent rebound oc- 
curred between July 24 and 28. The Brix 
rebound brought the maturation curve 
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back into alignment with the predicted 
linear regression curve. 


Variation between vintages 

The same pattern of low and high 
temperature stalls, with the Brix level 
rebounding to linearity, was observed 
throughout the eight years of the study. 
In mild years, the phenomenon was 
not observed. 

In years in which there was a heat 
wave or cooling trend during the 10° to 
19° Brix ripening period, the resulting 
stalls were very consistent. The slopes 
of the Brix curves (°Brix increase/ day) 
reveal some large variations between 
years. 

There are many variables that affect 
the crop load a vineyard can carry, such 
as variety, soil, pruning, weather, irri- 
gation, fertilizer, and age of vines. Aver- 
age yields will vary from vineyard to 
vineyard. A smaller Brix slope (.e., 
slower ripening) in a given year usually 
can be correlated to a heavier than aver- 
age crop load. 


Conclusions 

Brix curves in the 10° to 19° Brix range 
were shown to be linear. By applying 
linear regression to a Brix curve derived 
from vineyard sampling, harvest dates 
can be predicted one to two weeks be- 
fore harvest. In addition, bad sample 
points or temporary stalls in ripening 
can be readily identified. 

Cluster samples tended to be slightly 
lower in maturity, probably because 
berries with minimal exposure that 
were difficult to pick were included in 
the sample. Maturity curves generated 
from cluster samples alone tended to 
have slopes which were close to the 
curves generated from berry samples 
but were shifted downward. In most 
vintages, the variation between cluster 


Fig. 2 - Maximum Temperature, Brix vs. Date 
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Comparison of cluster and berry samples 


Brix 


O Clusters 
D Berries 
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and berry values is less than the varia- 
tion from actual harvest Brix and is 
considered negligible. 

Berry samples are used at Domaine 
Chandon because it is a less expensive, 
more convenient method of sampling. 
Cluster samples are taken weekly from 
major vineyard blocks as a double-check. 

In years when variations in ripening 
between clusters and within clusters 
occur, the larger sample size yielded by 
sampling clusters is necessary. Varia- 
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tions in ripening are most easily ob- 
served at veraison when fully-colored 
clusters can be seen next to clusters 
containing many green berries. 

Based on this study, Domaine Chan- 
don has instituted a maturity predic- 
tion program. Five’or six sample points 
above 10° Brix, recorded over a two- 
week period, supply the most reliable 
curves. 

All maturity data is entered into a 
computer database and maturity curves 
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are generated routinely. Slopes are then 
extrapolated to give a predicted harvest 
date. Most hand-held scientific calcula- 
tors can also do linear regression. How- 
ever, it is helpful to see the data graphic- 
ally to confirm its validity. 

A few factors need to be considered 
before this type of program is instituted. 
Domaine Chandor’s program did not 
take all variables into account. With 
virus- or water-stressed vineyards, for 
example, deviations from linearity may 
occur. One virused vineyard was ob- 
served to be linear in the 10° to 19° Brix 
range, but then flattened out, approach- 
ing 23° Brix asymptotically. In this case, 
a second-degree polynomial fit may be 
able to predict the position of the asymp- 
tote (the maximum sugar that the vine- 
yard will likely reach that year). 

If a vineyard is to be mechanically har- 
vested, second crop will be picked and 
could cause a negative deviation from 
predicted Brix. Some deviation from 
linearity also may occur in the higher 
range of sugars, from 19° to 24° Brix. 
Finally, varietals that require a longer 
growing season may also deviate from 
linearity in some years. a 
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By Scott Clemens 


When you have as much experience in 
the wine business as John Parducci 
does, you are not only a winemaker, 
but a wine personality, part of the his- 
tory of your profession. 

John Parducci is a man of paradoxes. 
He wants to produce both great wines 
and wines that will appeal to the every- 
day consumer. He believes the Ameri- 
can consumer wants simple, fruity red 
wines, yet he drinks old Bordeaux and 
Burgundy and collects Sauternes and 
Port. He is 71 years old, with 56 vin- 
tages under his belt at Parducci Wine 
Cellars, Ukiah, CA, yet he calls himself 
a young winemaker. 

Over dinner recently, Parducci and | 
had the following conversation: 

PW&V: At your 70th birthday party 
in San Francisco, CA in 1988, you said 
that, as a winemaker, you had many 
things you still wanted to do, many 
goals you still want to achieve. Could 
you be more specific? 

Parducci: I think every winemaker has 
goals in mind. I seriously dream about 
making a great Pinot Noir, a great Port, 
a great Bordeaux, but when I wake up 
in the morning I know I'll never live to 
see the end result. The proof of whether 
I'm right or wrong will be 15 or 20 years 
down the road. 

At the Konocti Winery in Lake County, 
in which I am an active owner/ partner, 
our grapegrowers, (who are also owner/ 
partners in the winery), are planting a 
test plot on the six acres surrounding 
the winery. It will include many varie- 
ties which we believe are well-adapted 
to the microclimate and soils of Lake 
County and have the potential to pro- 
duce excellent wines there. Among these 
are several clones of Pinot Noir, Nebbi- 
olo, Petite Sirah, Port varieties, etc. 

In the early years, Mendocino County 
had few white varieties and an abun- 
dance of Petite Sirah, Zinfandel, Cari- 
gnane and Alicante Bouchet. There- 
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looks at 
the future 


fore, my experience and interest has 
always been with the reds. However, 
we also have gained a reputation for 
producing award-winning whites in re- 
cent years. 

PW&V: Since your family originally 
came from Tuscany in Italy, why not try 
Sangiovese? 

Parducci: We are going to plant some 
at Konocti. The trouble with most of 
those wines is that you have to keep 
them a long time. That’s the problem 
with Charbono, Barbera, etc. — if you 
drink them before seven years of age, 
you're not drinking them at their po- 
tential. We've been making Nebbiolos 
now for four years, and they’re very 
good wines, but they’re still way too 
young. 

We are planting some interesting vari- 
eties in Mendocino, too. I have always 
been interested in the blending of dif- 
ferent varieties. We have about 1.5 acres 
of hybrids, including Chambourcin, 
Chancellor, Seyval Blanc, Rayon Dor, 
and Landot now in production at our 
Largo Ranch in Mendocino County. 

In 1989, we will be experimenting with 
blending small amounts of these with 
some of our vinifera varieties. 

One of my favorite wines is Petite Sirah 
with Grenache, but our Grenache sup- 
ply is gone and I can’t seem to get any- 
one interested in growing it. I think 
that this wine has a lot of potential. 

I've had to change the Parducci style 
of Petite Sirah because we can't keep it 
in wood three years before we market 
it. We've been macerating it on the skins 
so it will be fruity and relatively low in 
tannin. 

PWE&V: But will it age? 

Parducci: Yes, I think so. We have 1960 
bottled red wines that are still excellent. 
We age our red wines in very old red- 
wood tanks, and minimal stabilization 
procedures are used before bottling. 


I'd like to bring Zinfandel back as a 


major variety. We've planted 25 more 
acres of Zinfandel, all on hillsides. I like 


our style of Zinfandel, a beaujolais 
style, young and fruity. You can drink a 
lot of it. 

Red wines are much more interesting 
and conversational. I think they are 
better for your health. You can cellar 
them for long periods of time. My large 
cellar has many new- and old-world 
reds, but no white wines. 

Almost every day I share a bottle or 
two of well-aged, properly cellared 
wines with our guests and visitors. The 
rewards are many and I suppose that is 
the reason I prefer red wines. I have 
found that red wines go through cycles, 
up and down, for reasons unknown to 
me. It’s too bad that more consumers 
don't cellar and age wines. It’s a great 
experience. 

We sell thousands of cases of both 
white and red wines to Belgium. It’s in- 
teresting to note that Belgian men build 
cellars for their sons. Their sons con- 
sume the wine in their fathers’ cellar; 
hence, they never drink a wine unless 
it’s 10 to 15 years old. I find they like 
very heavy reds and whites that are 
somewhat oxidized or maderized. 


PW&V: If you could work another 50 

years, what would you want to tackle? 

Parducci: I would try to select varieties 
that produce the finest wines in Lake 
and Mendocino Counties and encour- 
age growers to plant them. We have too 
many varieties in Mendocino County, 
and many are planted in the wrong 
places. 

I believe the time will come when 
there will be a strong demand for cer- 
tain varieties that do well here. Since 
land is limited, we can’t grow varieties 
that are borderline. 

My preference in Mendocino would 
be for reds — Petite Sirah, Zinfandel, 
Merlot and maybe Cabernet Sauvignon 
on prime bench land and hillsides. 
Chardonnay and Sauvignon blanc be- 
long on the more fertile soils. 

I firmly believe that the lighter, fruitier 
wines that can be consumed young 
and at reasonable prices are going to 
dominate our market. 


PW&V: Do you think winemakers 
will do more blending of varietals? 

Parducci: I think there will be more 
blends and that wines will be made 
more simple, more immediately enjoy- 
able for the American consumer. All 
the marketing companies are pushing 
Cabernet Sauvignon and Chardonnay, 
but I can't see that we're going to be 
drinking those varieties for the rest of 
our lives. Furthermore, I don’t think 


18 WINEMAKING 


the American public can afford them. 

I find that other varieties are more en- 
joyable to the average consumer. The 
more sophisticated consumer drinks 
Chardonnay and Cabernet Sauvignon; 
however, that is not what the general 
consumer drinks. 

European countries aren't making 
those kinds of wines for the general 
public. They make low alcohol, very 
fruity wines that go down easy and can 
be drunk with any kind of food. 

PW&V: Does White Zinfandel fit into 
that niche? 

Parducci: I can’t believe that consumers 
will continue to drink this style of wine. 
We have all seen the rise and fall of pop 
wines in the past 20 years. I hope the 
novices will graduate to drinking Beau- 
jolais style wines or lighter Zinfandels. 

My other concern is Chardonnays. It’s 
difficult for me to believe that this vari- 
ety will increase in consumption. With 
the many countries now producing 
Chardonnay and the many plantings in 
California coming into production, 
where will this variety go? I predict that 
some other variety will show up on the 
scene soon. Maybe Sauvignon Blanc or 
a blend. 
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stability, remaining fully active for more than a year when stored below 68° F. 
¢minimum volatile acids and very low sulfide formation. 
eno rehydration necessary. 


I want to make a good, interesting, 
reasonably-priced wine that will appeal 
to the general public and eventually in- 
crease wine consumption. 

Regarding Cabernet, the investment 
amounts to a lot of money if Cabernets 
are aged in French or American oak 
barrels. The time involved makes the 
wines costly. I find our Mendocino 
Cabernets take more time than our Lake 
County Cabernets. 

The Lake County wines, which are at- 
tractively priced, are soft and fruity and 
enjoyable to consume early. In 142 years 
you have a beautiful Cabernet, a soft, 
fruity wine that everyone likes. If you 
blend something like Nebbiolo, you 
have to wait another year or two before 
you can bottle and release it. 

PW&V: You say that you enjoy wines 
that can age, yet you want to make 
wines that can be consumed young. Do 
you think you can make a wine that is 
both enjoyable when young and that 
also will age? 

Parducci: Our Cellarmaster wines are 
aged in oak, sometimes French oak, 
and you can bottle age those for 15 to 
20 years. My style of wine is one that 
can be enjoyed now and will still age. 
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viable yeast cell count available, an active, rapid 
start of the fermentation process is guaranteed. 
This quick start capability, plus Fermivin’s high 
alcohol tolerance encourages complete fermenta- 
tion for fine quality premier wines. 
Fermivin offers: «rapid start of fer- 
mentation. « high alcohol tolerance 
that encourages complete fermenta- 
tion. ¢ a wide range of alcohol yields, 
m up to 16%, if desired. « excellent 


We guarantee that when your wine gets to the finish line, 
you'll come out a winner with Fermivin. 


PRACTICAL WINERY & VINEYARD 


Our reds are aged in very old casks 
and upright tanks and we do very little 
to the wines before bottling. After pro- 
longed cellaring, our wines will throw 
a small amount of deposit; I think that’s 
necessary for long cellaring. 

I have wines going back to 1964; even 
the half-bottles are in very good condi- 
tion. I think our track record, over 55 
years, shows that our red wines are 
very drinkable upon release and also 
will cellar for years. 

There seems to be a lot of controversy 
regarding the winemaking and ageing 
process. In my 56 years of winemaking 
experience — and I mean trial and error 
— I found that fermenting reds, except 
Beaujolais and some Zinfandels, at ap- 
proximately 95°F makes much better 
wines than fermenting at cooler 
temperatures. 

In the past, it was our policy to not 
rack our red wines off their lees until 
malolactic was finished — usually about 
mid-January. This procedure, I believe, 
is a no-no at this time. 

Our white wines are fermented very 
cold. We find that very slow fermenta- 
tion produces a wine with more fresh- 
ness and varietal aromas. Great empha- 
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sis is placed on grapegrowing, harvest- 
ing at the proper time, and proper pH 
level, rather than on sugar content. 

California white wines seem not to 
age too well, but, who cares? I believe 
white wines should be consumed young 
while they are fresh and fruity. The only 
exception is the queen of the whites, 
Chardonnay. 

PW&V: Are you doing anything dif- 
ferent when you bottle your wines? 

Parducci: Yes, we are using CO, and 
nitrogen in sparging bottles before fill- 
ing. We find that the wines have longer 
shelf life and the whites keep fresher 
and fruitier. 

We have tried another experiment 
where we have a window which we 
call ‘Mr. Storewindow’. Each day we 
place a bottle or two there of that day’s 
bottling. 

One year later, after the wines have 
been subjected to very hot days, near 
freezing nights, and intense sunlight, 
the wines are completely analyzed and 
tasted. We find the wines to be excel- 
lent, except softer and more mature 
than the wines in inventory. 


PWE&V: You said that you will never 
retire. What do you want to do? 

Parducci: | want to make good red 
wines and different red wine blends. 
Hopefully I’ll be around to see how 
some of the Pinot Noir and Nebbiolo 
turns out. I'd love to make a great Port. 
I collect Ports and Sauterne. 

I'm very disppointed with Sauternes 
now. I think they’re cluster-picking in- 
stead of berry-picking. I have Rieussec, 
Suduiraut, Filhot, Giraud, Climens, 
and all of them from 1970 are darker 
than my 1952 Giraud, even those in 
magnums. My Sauternes from the 1960s 
are still lemon-colored. 


One of my favorite reds is the Chateau- 
neuf-du-Pape style wine. I have several 
trial vintages of blends of Petite Sirah, 
Grenache, Muscat, Carignane and other 
varieties. Though very young, they 
show great promise. Some were aged 
in glass, some in French oak, some 
blended 1% glass and ¥ oak. 


I have to wait five years before I'll even 
be close to knowing what we've got, 
and I’m running out of time. I have 
enough things to do that I could live 
another 100 years and never be bored. 

In each year you only have a few weeks 
of harvest and a few weeks of fermenta- 
tion, and you can't do all the experi- 
ments you'd like to do in the amount of 
time you have. 

PW&V: Do you have any other 


challenges? 

Parducci: Yes, I suppose many wine- 
makers have the determination to make 
a nice Pinot Noir. I know I do. I’m hop- 
ing that Lake County can produce some- 
thing that is interesting. I keep hearing 
that it’s not cool enough, but we won't 
know until we try. 

Anderson Valley produces good Pinot 
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Pinot Noirs. I find them to be much like 
Beaujolais, too short-lived. 

Since there is very limited land avail- 
able in Mendocino, I’m more excited 
about Lake County. We find so many 
variations of soils in Lake County. The 
volcanic soils vary in almost every vine- 
yard. We find great variations in the 
texture and color of the Cabernets from 


Noir. I'm not too excited with Oregon _ different ranches. 
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Sauvignon Blancs from Lake County 
are more delicate than those from Men- 
docino. Both areas produce excellent 
Sauvignon Blancs, but of different 
characters. 


Lake County Zinfandels are fruity and 
have less color and intensity than those 
grown on Mendocino hillsides. White 
Rieslings are much more adapted to the 
soils of Lake County than Mendocino. 
Lake County produces excellent White 
Riesling. 


PW&V: What vineyard experiments 
are you working on? 


Parducci: We are experimenting with 
different trellises. In Lake County, our 
new plantings will have a New Zealand 
type-trellis and there will be closer 
planting. We are also experimenting 
with leaf removal before harvest, more 
biological insect control, and better 
water management. 

PW&V: What experiments do you 
have in the winery? 
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Parducci: We have six varieties of French 
and American oak barrels. We are barrel 
fermenting, doing malolactic experi- 
ments, and blending. 


PW&V: About five years ago you said 
you didn’t think you could make a first- 
rate Cabernet Sauvignon in Mendocino 
County. Have you changed your mind? 

Parducci: I think we might be able to if 
we use the proper kind of oak, but I’ve 
never been very impressed with Men- 
docino Cabernets because they don’t 
have the briariness I like in a good Ca- 
bernet Sauvignon. 


PW&V: What are your favorite Cali- 
fornia Cabernet Sauvignons? 

Parducci: I'd rather not say. There are 
so many excellent Cabernets produced 
in California and many different styles. 
Some vintages are better than others. I 
know that our wines are not always the 
same each year. I do like a Cabernet 
with lots of fruit and not too much 
wood. 

I have been asked many times what 
are the best wines I have tasted? I would 
say the 1964 Nuits St. Georges and the 
1934 Chambolle-Musigny. The Cham- 
bolle was like velvet! Oh, what a beau- 
tiful bottle of wine! 


PW&V: 1988 was your 56th vintage. 
Of all the technology that has been de- 
veloped over the years, what has im- 
proved the wines the most? 

Parducci: In whites, there has been a 
tremendous improvement. Refrigera- 
tion, filtration, stainless steel, centrifug- 
ing, and the new varieties of yeast cul- 
tures have all helped make better white 
wines — fresh and fruity and longer- 
lasting. 

I don’t know of anything that has 
helped me make a better red wine, ex- 
cept for the chemistry of it, knowing 
about malolactic fermentation and the 
proper timing at harvest. 

Great wines from the old days were 
fermented in open-top fermenters with 
only four to six inches of cap, and we 
punched them down by hand. We made 
60,000 to 100,000 gallons of wine that 
way. Then it was pumped into tanks 
and it sat on the lees until the first of 
the next year. 

Winemakers make the mistake of rack- 
ing too soon, so the wine is not in con- 
tact with the sediment and the yeast 
long enough. We did an experiment a 
couple of years ago, and the Pinot Noir 
that sat on the lees until after the first of 
the year was 30% darker than the Pinot 
Noir that was racked right after fer- 
mentation. a 
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Excerpt from ‘‘Through the Grapevine, 
The Business of Wine in America’ 


By Jay Stuller & Glen Martin 

With substantial advertising budgets 
and large economies of scale, wine mar- 
keters like Seagram and Gallo can create 
awareness of their products through 
national television, radio, and print ad 
campaigns. Other wineries can afford 
to advertise on selected radio stations 
and place ads in The Wine Spectator or 
other publications catering to food and 
wine buffs. 

For those on the tightest budgets, the 
winemaker can always take to the hust- 
ings to promote wines at wine club 
tastings. All these things are important 
to moving bottles, but the real battles in 
the wine industry are waged at the 
point-of-sale. 

Marketers of consumer goods are 
aware of the importance of attractive 
packaging, signs, positioning on shelves, 
etc. It’s a factor in the sale of crackers, 
soda pop, potato chips, spaghetti sauce, 
and just about any other item where 
competing brands offer a choice. 

Yet, most of these products are sup- 
ported by advertising. Since few winer- 
ies can afford to forge consumer per- 
ceptions in this way, point-of-sale is 
where the wine business goes to war. 

Few products are as dependent on 
point-of-sale marketing as premium 
wine, although women's magazines and 
the weird weekly tabloids are similar, in 
the way they fight at grocery store check- 
out counters. But point-of-sale is par- 
ticularly important to wine because the 
bulk of American consumers know rel- 
atively little about the beverage, face 
dozens of choices, and are reticent to 
ask questions. 

Even if the shopper understands the 
differences between table, appetizer, 
dessert, and sparkling wines, each 
category can present a daunting array 
of price ranges and labels. Therefore, 
supporting information can go a long 
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way toward helping to make a sale. 
This may take the form of a small sign 
noting that a certain group of wines are 
red, dry, and go well with meat and 
cheese. It may be a shelf-talker pro- 
claiming that a particular wine has won 
more gold medals than Mark Spitz. Or 
it may include a friendly and unintimi- 
dating offer of advice from a sales clerk. 
In any event, the skirmishes are waged 
in grocery stores, liquor stores, and 
restaurants. Vintners need the hearts, 
minds, and premium shelf space at 
these accounts. They want the sales 
staffs and waiters to tout their wine to 


| oTinaAN 


THE BUSINESS 
OF WINE 
IN AMERICA 
ghoa, 


F 


JAY STULLER and GLEN MARTIN 


consumers, either for its high quality, 
because it’s a bargain, or both. They 
want their wine featured on restaurant 
‘table-tents’, at eye level on grocery 
store shelves, and on special display 
stands. 

Winegrowers want the retailer and 
restaurateur to care as much about 
moving the wine as they do. Retailers 
and their sales staffs will care, of course, 
if the incentives are high enough, but 
there are a lot of vintners going after 
those hearts and minds. Before a winery 
can help merchandise their wines at 
the point-of-sale, the wines first have to 
get on the shelves. One gets them there 
only by walking some mean streets. 

A goodly number of winery owners 
and winemakers know they are the 


product’s most effective soldiers. But 
they can only see so many accounts 
each year and still run the winery back 
home. 

Besides, vintners still need brokers 
and wholesalers to move the wines into 
stores and to see that retailers pay 
enough attention to their wines. How- 
ever, because the number of American 
wholesale houses is shrinking and the 
remaining ones are each carrying more 
brands, it has become awfully easy to 
get lost in the shuffle. 

“The big distributors carry a full line of 
products,’ adds an executive wine buyer 
for a major liquor store chain, “and 
usually put their most talented people 
into liquor sales. They don’t train wine 
salesmen very well. The talent level 
ranges from used car salesmen to shoe 
salesmen to the very knowledgeable, 
although the latter are few and far be- 
tween.” 

Therefore, winegrowers must hire and 
dispatch sales representatives to edu- 
cate, encourage, and support the whole- 
salers, and also to help retailers and 
restaurant owners with merchandising. 
But other winegrowers do the same 
thing. 

So discounts and other sales incen- 
tives are offered, and the competitive 
climate just gets rougher and profit 
margins thinner. If a vintner really sat 
down and thought about it beforehand, 
the prospects for success would look 
about as promising as another Asian 
land war. 

One person who has expended a great 
deal of shoe leather working the pave- 
ment is Alex Morgan, now the market- 
ing director for Sutter Home Winery in 
St. Helena, CA. A 1980 summa cum 
laude graduate of the University of Cali- 
fornia at Berkeley, Morgan helped put 
himself through school by working in a 
liquor store as a clerk. 

He gradually developed an interest in 
fine wine that ultimately blossommed 
into an all-consuming avocation. By the 
time he was 21, Morgan was the wine 
buyer for four stores. Though he had 
planned on a career in law, Morgan's 
budding involvement with wine super- 
seded his original ambition. 

After graduation, Morgan went to 
work for the Grape Empire Wine Com- 
pany, a medium-sized northern Cali- 
fornia wholesaler. He was given a terri- 
tory then turning $18,000 a month. Six 
months later, the territory was turning 
over $85,000 worth of wine monthly. 

The principals of the company were 
impressed. They made Morgan sales 
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manager. A few years later, Southern 
Wine and Spirits, a gargantuan distrib- 
utor based in Miami, FL, bought Grape 
Empire. At the age of 23, Morgan found 
himself supervising 164 people. 

Morgan left Southern for Sutter Home 
Winery in 1985. It’s different for him 
now: he sells as a primary producer 
rather than as a wholesaler; his goals 
and techniques are somewhat differ- 
ent. But he remembers what it was like 
on the street. 

“It’s never been exactly genteel,” says 
the husky, bearded executive. “The dif- 
ference between wholesaling now and 
ten years ago is the consolidation. There 
are fewer distribution houses now, but 
the same game is being played out there. 
In fact, things are probably meaner 
than ever.” A decade ago, when there 
were far more distributors, Morgan 
notes, “little guys could make it. Now, 
they've all been bought out or beaten 
out.” 

As in agriculture, the operative prin- 
ciple in wine wholesaling is to get big 
or get out. The big houses, such as 
Southern Wines and Spirits, Peerless, 
and Young’s Market, now have a full- 
nelson on the industry. There's little 


room for the small specialty house run 
by the feisty entrepeneur with grit and 
intelligence. This trend has stripped 
vintners of many of their options in 
marketing their wines. 

“It used to be that a small- or medium- 
sized vintner could go with a good, 
small distribution house, because he 
knew that the small house would fight 
for him,” says Morgan. 

“At one time, all the brands were in 
competition with each other, since they 
were all represented by different houses. 
Now you have mega-wholesalers sell- 
ing multiple brands that are competing 
in the same market niche, for the same 
shelf space. So, even if the brand grows, 
the chances are your competitor’s brand 
is growing as well.” 

The concentration of wholesaling 
power troubles Jason Lewis, a buyer for 
the Liquor Barn chain’s southern Cali- 
fornia stores. “I don’t understand the 
situation,” he says. “On one hand, the 
wineries are permitting this to happen. 
They’re not pulling together and help- 
ing and supporting the smaller distrib- 
utors. 

“On the other hand, they complain 
that they don't have options anymore. I 
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don’t know if this is a lack of will or 
backbone, or whether these guys really 
feel that one distributor can do as good 
a job for all of them as several working 
with fewer wineries.” 

Most small California wineries can't 
afford to hire trucks to deliver their 
wine throughout the state. Likewise, 
when selling wine elsewhere, they must 
go through state-approved wholesalers, 
which Safeway’s Mick Unti calls, “a link 
built into the blue laws, a niche pro- 
tected by government in most states.” 
So, vintners are often stuck with what- 
ever distributor they can get. 

“For wine,’ says Unti, “there are two 
major kinds. One is the big, high-vol- 
ume house that also handles spirits. 
They tend to be less concerned about 
small wineries and more concerned 
about those doing large volumes. The 
small ones don’t get a lot of follow- 
through from the big distributors.” The 
fast-growing, high-volume wineries such 
as Glen Ellen and Sutter Home — even 
with wines that are low-priced for pre- 
miums — grab a distributor's attention. 

“The other kind of distributor,’ con- 
tinues Unti, “specializes in wine. They 
exist around the country, although in 
northern California this kind of busi- 
ness is more often handled by a broker, 
who is more of a liason between the 
winery and the retail account. But even 
they like to focus on wineries with huge 
production, as well as those few wines 
that bring the most dollars.” 

Alex Morgan feels that the concentra- 
tion of distribution power is bad for 
both wineries and consumers. “Face it,’ 
he says, “the only people it’s really good 
for are the few distributors who are 
calling the shots, and they’re calling the 
shots for the whole industry. The con- 
sumer suffers because he doesn't neces- 
sarily find the wine he wants. What he 
finds are the wines that are profitable 
for the distributor. 

‘The system is hard on vintners, unless 
they're high-production wineries that 
make wine that’s in demand. It’s the 
mid-size producers who make mid- 
range wines that are really taking it in 
the shorts. Their wine doesn't have the 
snob appeal to warrant work by a good 
broker, and the big distributors aren't 
interested in them because they’re too 
small.” 

The number of distributors is shrink- 
ing even as the number of wineries con- 
tinues to grow. “Ten years ago, a large 
distributor represented maybe 15 win- 
eries,’” Morgan explains. “Today, that 
same distributor may represent 70 win- 


JULY/AUGUST 1989 


eries. But their volume hasn’t changed 
that much. They’re doing the same 
amount of business, but it’s divided 
among a lot more wineries. Well, it’s 
obvious that a lot of wineries are going 
to get short shrift.” 

Winegrowers who aren't hot property 
have to provide support, including 
constructing displays and putting mer- 
chandising materials in retail stores. 
“But you also have to entice them with 
‘incentive programs, which means that 
you essentially kick back money to them 
for every case of wine they move,” adds 
Morgan. Liquor Barn’s Lewis has seen 
an increase in these kinds of offers. 
“Some wineries have come up with a 
rebate coupon, $5.00 off on a case. Or 
they'll offer truckload discounts.” 

While there are few industries that 
don’t offer volume discounts, Lewis 
views some of the wine rebate action as 
signaling trouble at the vineyard. “I 
liken it to the automobile industry, 
where you know an auto company is 
having problems moving cars when it 
offers 1.9% financing. When has Rolls 
Royce offered rebates? You see ads for 
Hyundais, but they don’t need to talk 
about rebates.” 

Even solid wineries such as Buena Vista 
occasionally offer rebates on specific 
wines. “You simply have to offer sales 
incentives,” says Mary Brown, who 
makes trips to the East Coast and Mid- 
west trying to whip up enthusiasm for 
Buena Vista wines among distributors, 
retail store accounts, and restaurants. 

“In some places, it seems like distribu- 
tors are Buena Vista all the way, which 
is a good feeling,” she explains. “In 
others, we're just one wine in a huge 
portfolio. And distributors and retailers 
are always looking for a deal.” 

The personal attention by a winery 
representative does help, adds Brown. 
“In one place, a distributor said they 
couldn't get us in restaurants. Well, ina 
week we visited about 20 and got 12 to 
order cases.” 

However, even if a winery somehow 
strikes a chord with a retailer, the vint- 
ner is still at the mercy of the distributor. 
“Say you managed to get your wine in 
a chain store for a special program,” ex- 
plains Morgan, “a wine-of-the-month 
promotion. You still have to have a dis- 
tributor who has the people and clout 
to support you. Because if a chain store 
manager agrees to that kind of program, 
he wants the wine now. Your distributor 
better like you, so your wine and ma- 
terial moves out of the warehouse when 
the retail people want it.’ | 


MARKETING 


Your customers will get more 


from your wine if 
you take more out of it. 


That's why you should take a close look at Kenite® 
diatomite filteraid. 

In every step of wine production, from crushing and pres- 
sing to fermentation to storing, aging and finishing, Kenite 
eliminates unwanted particles and residue, giving wines 
sparkling clarity. 

In addition, our technical experts have shown customers 
how a change in equipment or procedures will dramatically 
improve flow rates and clarity, while cutting filteraid costs. 

And you can count on fast, reliable delivery from our two 
plants in Grant County, Washington. 

Inorganic Specialties. 

To learn more, write: Inorganic Specialties Division, 
Witco Corporation, 520 Madison Avenue, New York, NY 
10022-4236. 

Or call 212-605-3644. 


Witco 


SRO Gastani cooperase 
24200 Arnold Drive, Sonoma, CA 95476 (707) 996-8781 


Photography Llovd Liebes. Jr 


24 GRAPEGROWING PRACTICAL WINERY & VINEYARD 


Figure 1. The average phenology of selected cultivars at 


Th e UC D AVIS Davis, CA. (prepared by Diane Kenworthy) 
‘Average’ Vine 


Graeme N. McIntyre 
University of Newcastle, NSW, Australia 


In the seven years between 1968 and 1974, the development 
of vines growing in the teaching vineyard at UC Davis, CA 
was regularly monitored by Norman Ferrari, as part of a re- 
search program managed by Professor Lloyd Lider. 

The dates of budburst, flowering, and maturity for 114 cul- 
tivars were recorded over this period. At the same time, cli- 
mate data were being recorded at the Davis meterological sta- 
tion nearby, the aim being to explore how climatic variables 
influenced the rate of grapevine development (phenology). 

In 1982, an initial analysis of this data set was presented in 
the American Journal of Enology and Viticulture (Vol.33, 
No.2). Given current interest in grapevine phenology, it now 
seems appropriate to make some general comments on the 
original work. 
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SAUVIGNON BLANC 
MERLOT 
CHARDONNAY 
PINOT BLANC 
PINOT NOIR 

WHITE RIESLING 
ALMERIA 

CHENIN BLANC 
ZINFANDEL 


Grapevine Phenology Data 

The first point is that individual grapevines are most irreg- 
ular in the way they respond to seasonal conditions. This fact 
is the basic reason for sampling a whole crop, especially as 
harvest approaches. 

However, if the average of a number of sample vines is re- 
corded year after year, and soils and cultural practices remain 
unchanged, it is obviously seasonal weather elements which 
are causing those vines to develop earlier or later than usual. 

When evaluating grapevine development, it is normal prac- 
tice for all vines in a homogeneous vineyard to be regarded as 
a unit, which then is represented by a suitable sample. This, 
in turn, is regarded as the ‘average’ vine. 

It would be most convenient if a single vine could be iden- 
tified as an ‘average’ performer. Instead of taking samples, 
that vine alone could be observed. Unfortunately, such a vine 
does not exist. For many reasons, individual vines vary be- 
tween seasons. An ‘early’ vine one year may be a ‘late’ vine AUGUST 
the next. 

When more than one grapevine cultivar is being studied (a 
common practice today), the same single-cultivar principles 
can be applied on a larger scale. This was the basis of the 1982 
study. 

What resulted then was a relative listing of the dates of bud- 
burst, flowering, and maturity (defined as 20° Brix in the ex- 
tracted juice) for all the cultivars in the vineyard. 

At each development stage, cultivars were identified as be- 
ing earlier or later than average, but unlike the case for indi- 
vidual grapevines, there do seem to be ‘average’ cultivars. 

One useful discovery of the 1982 work was that the cultivar 
Semillon, out of 114 cultivars, was an ‘average’ vine during all 
the phenological stages. Consequently, it can be regarded as 
the ‘Davis Average Vine’, against which other cultivars can be : 
measured as ‘early’ or ‘late’. 

The phenologies of a selection of cultivars in the original 
data set are presented in Fig. 1. Clearly, the development 
rates of individual cultivars vary considerably. For 
example, Malbec buds late but flowers in mid-season, 
whereas Chenin Blanc buds early and matures late. There 


B = Budburst F = Flowering H = Harvest 
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is, of course, much variation displayed by individual 
cultivars over the years. As an example, Fig. 2 presents 
seven years of phenology data for the cultivar Almeria. 


Fig. 2. The phenology of a sample cultivar (Almeria) over 
seven seasons at Davis, CA. 


Date Budburst Bloom Maturity 
1968 3/14 5/14 8/29 
1969) Size 5/16 10/5 
1970 3/16 5/14 9/11 
1971 3/23 5/27 10/3 
1972 3/13 5/10 9/26 
1973 3/23 5/15 9/30 
1974 3/18 5/20 10/4 
Average 3/18 Sy 9/24 


It must be emphasized that the data reported here recorded 
conditions at Davis, and may not apply in vineyard regions 
which are unlike Davis (e.g., cooler and/or wetter). Elsewhere, 
comparable lists may be ‘compressed’ into a shorter period or 
‘stretched’, or the order may change. 

Indeed, the author would like to hear from anyone who has 
data which differs from these tables. Such differences may 
indicate some unexpected effects of environment on grape- 
vine development. 


What about Climate? 

The idea that climatic variation can influence the duration 
and timing of plant development is not new. In 1735, Reaumur 
first made use of a thermometer to associate harvest dates of 
grapes and wheat with seasonal summations of daily air tem- 
perature. The subject was also studied by von Linne in 1751. 
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Yet despite this long-held interest, phenology as a science is 
a fairly recent development, with the increasing availability 
of computers in recent years being an important factor. 

It is now 50 years since A.J. Winkler classified Californian 
grape-growing areas into five regions according to degree-day 
totals. (Wine Review, June, 1938) This broad grouping has en- 
during practical usefulness, but, since the degree-day is a 


WHEN YOU'VE MADE, 


RAMONDIN 


A LEAD AND POLYLAMINATED CAPSULES SINCE 18 
830E LATOUR COURT, P.O. BOX 2266, NAPA, CA 94559 
(707) 944- 2277 TELEX: 296117 RAMDUR FAX: (707) 257-140: 


triclamp and "i" line stainless fittings 
custom stainless fittings + flo coupling fittings 
winery hose « specialty tubing 
butterfly and ball valves « pressure relief valves 
racking and sample valves 
Stainless racking tubes + tank thermometers 
barrel washing stands « barrel washers » mixers 


THE COMPLEAT WINEMAKER 


1219 Main St.e St. Helena CA 94574 - 
707-963-9681 ¢ FAX 707-963-7739 
request our catalogue 


26 GRAPEGROWING 


Vintners Fag e 


Brokers of Premium Grape and Wine Products 


Specializing in Interwinery Negotiations: 


@ Premium varietal bulk 
wines from California’s 
quality appellations 


@ Grape contracts 


@ Custom crush and 
processing contracts 


@ Product valuation and 
current market analysis 


@ Additional product line 
servicing of blenders, 
hi-proof, distilling material, 

: concentrates and brandy 

Patricia A. Schweizer 


One Gate Six Road 
Building B Sausalito, CA 94965 


415 332 8080 


PICKERING WINERY 
— IS URPIY: 


Get Rid of That 
"Corky Taste! " 


Our corks are washed with the patented "SBM" 
method developed in France. Since they are not 
washed with chlorine, they do not develop 
trichloranisole, the main cause of the "corky taste" 
that can ruin your wines. 


Winery Computer Software 


Winery Production Programs 
Bulk & Case Goods Inventory 
Complete Winery Accounting 
IBM or Macintosh 


415-821-2400 


1300 22nd St., San Francisco, CA 94107 


PRACTICAL WINERY & VINEYARD 


modified expression of average air temperature, it is of limited 
use when viticulturists want to know how or why climate is 
at work on their grapevines in specific seasons or locations. 

The 1982 study demonstrated that, at Davis, degree-day 
totals were more variable than the calendar average of the 
development stage they were being used to predict! 

Furthermore, although solar radiation seemed to be a better 
single indicator of the length of stages of vine development 
than degree-days, the belief was presented then, and is strongly 
held still, that a combination of climatic elements must be con- 
sidered when trying to establish cause-and-effect associations 
between climatic influences and vine responses. 

Single-element indicators may work in isolated places if a 
particular element has a limiting effect on vine growth there. 
However, little progress in broad-scale phenological research 
can be made this way if an indicator which works in one loca- 
tion fails in another. 

More promising is the ‘terroir’ idea, which holds that each 
vineyard site is as unique as a fingerprint, with the particular 
soils and the ‘recipe’ of climatic elements at work restricting 
the range of cultivars available to the grower who wants to 
produce an acceptable crop. 

The usefulness of this kind of study is obvious to anyone 
contemplating (or enduring) viticulture in a region having a 
‘tricky’ climate. The possibility of accurately predicting vine 
development, especially maturity, is undoubtedly a worthy 
goal for any vineyard manager. 

A subsequent article will explore some ways that such pre- 
dictions can be attempted. Meanwhile, Semillon can be used 
as a ‘benchmark’ cultivar, to which others can be compared 
and found to be ‘early’ or ‘late’. o) 
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Phosphorus/magnesium 


interaction in California hillside vineyards 


ZS #3 cA 


By Paul W. Skinner, Ph.D. 
Vineyard Investigations 


Phosphorus (P) deficiency in California 
vineyards was first recognized in grape- 
vines grown on Shallow, low pH, and 
low P hillside soils.*” This is significant, 
because adequate vine P nutrition is 
important for maintaining vegetative 
growth,’ reproductive development,®” 
and desirable fruit composition of wine 
grapes. 

In addition to the above effects of P 
nutrition, magnesium (Mg) transport 
from roots to shoots was inhibited in 
low P vines growing under both field 
and greenhouse conditions." The de- 
creased transport of Mg from roots to 
shoots due to low P status may result in 
Mg deficiency symptoms in leaf blades 
between bloom and veraison. (Fig.1) 

Recent observations of increased petiole 
Mg levels due to P fertilizer applications 
have been made in hillside Pinot noir, 
Chardonnay, and Cabernet Sauvignon 
vineyards in Sonoma County. Thus, an 
interaction between P and Mg may be 
more widespread in vineyards than 
previously acknowledged. 

Indeed, Dr. Klaus Schaller, Director of 
the Institute for Soil and Plant Nutri- 
tion at Geisenheim, West Germany, 
has indicated that vines in the steep 
vineyards of the Mosel Valley, where P 
deficiency was first described’, often 
exhibit Mg-like deficiency symptoms. 

Similarly, vines in the Douro Valley of 
Portugal, growing on low-pH hillside 
soils, also display dramatic Mg deficiency 
symptoms and do not readily respond 


Fig. 1. Healthy and chlorotic Chenin blanc lamina from a Napa hillside vineyard. 
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to Mg soil applications.* Therefore, a 
summary of observations from field 
and greenhouse studies describing the 
interaction of P and Mg in grapevines 
seems warranted. 


Field and greenhouse studies 

Chenin blanc vines, on St. George 
rootstock, growing on a low P hillside 
soil in Napa County developed Mg-like 
deficiency symptoms at mid-season 
(Fig. 1). In contrast, adjacent vines 
which had been treated with P had 
healthy leaves. 

Leaf blade analyses confirmed that 
both P and Mg levels were lower in the 
chlorotic leaves than in the healthy 
leaves (Table 1). The leaf symptoms 
developed in spite of adequate Mg levels 
in the soil. Many hillside soils in Napa 
County contain serpentine and, as a 
result, have relatively high Mg levels." 


Table 1. Extractable P (EP), total P (TP), 
and magnesium (Mg) concentrations in 
healthy and chlorotic Chenin blanc lamina 
(shown in Fig. 1). 


EP TP Mg 

(mg/kg) (%) (%) 

Chlorotic 306 0.10 0.11 
Healthy 772 0.18 0.36 


In the following year, foliar applica- 
tions of MgSO, were given to 15 Chenin 
blanc vines which had exhibited Mg- 
like deficiency symptoms. The Mg foliar 
application increased blade Mg levels 
to levels similar to those found in the 
vines which had received only P.”” 
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However, P levels were not affected by 
the foliar Mg treatment. P levels were 
similar in Mg-treated vines and in the 
control vines which did not receive P or 
Mg. Thus, the foliar application of Mg 
increased leaf Mg levels without affec- 
ting vine P status." 

Photosynthesis in leaves which had 
received the Mg foliar application was 
similar to that in leaves in the +P treat- 
ment and was significantly greater than 
in the control treatment.” 

These results show that low P vines 
responded positively to Mg foliar appli- 
cations, but that vines with an adequate 
P status’® did not require additional 
Mg in order to maintain a healthy, func- 
tioning leaf surface." 

Data from a greenhouse study which 
described the effects of P on vine growth 
and development? provided an expla- 
nation for what was observed in the 
field. Carignane vines grown for three 
seasons without P had higher levels of 
Mg in roots than did vines grown with 
adequate P (Table II). 


Table 2. Total phosphorus (TP) and mag- 
nesium (Mg) concentrations in roots 
(>1.5mm) of Carignane vines grown for 
three seasons with or without P. (X+se; 
n=5). 


TP Mg 
(%) (%) 
—P 0.05 +0.01 0.32 +0.03 


+P 0.22+0.01 0.17+0.01 


When P was added to the nutrient 
solution of vines growing without P, 
Mg concentrations in the xylem sap in- 
creased approximately three-fold within 
two days. In contrast, when P was 
withheld from the nutrient solution 
supplied to similar vines, Mg concen- 


Fig. 2. Extractable P (PO,—P) and Mg in 
bloomtime petioles from a Carneros Pinot 
noir vineyard over a four-year period. 
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trations in the xylem sap decreased. 

This data supports the hypothesis that 
the translocation of Mg from roots to 
shoots is inhibited by low P status. Fur- 
thermore, K levels also increased more 
than 100% in the xylem sap within two 
days after the +P treatments were im- 
posed, indicating that other cations 
might also be affected.' In addition, 
both the scion and rootstock can signifi- 
cantly affect Mg uptake.® 

Therefore, specific scion/rootstock 
combinations may be more susceptible 
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to this problem than others due to their 
inherent nutrient uptake and transport 
characteristics. 


Field observations 

Recent data from several vineyards in 
Sonoma County also support an inter- 
action between P and Mg in grapevines 
(Moller-Racke, A., Buena Vista Winery; 
Opatz, P., Chateau St. Jean; Roseti, T., 


Farmecology; personal communications). 


In a Pinot noir vineyard in the Carneros 
district, petiole P levels decreased be- 


Sa 


PRACTICAL WINERY & VINEYARD 


tween 1984 and 1985 (Fig. 2). Petiole 
Mg levels were unchanged during this 
same period. An application of P re- 
sulted in significantly increased petiole 
P and Mg levels at bloomtime in 1987 
compared to 1986 (Fig. 2). 

In a Sonoma Valley hillside vineyard 
planted in a low pH and low P soil, a 
mid-season application of monoam- 
monium phosphate (MAP) increased 
petiole Mg levels in Chardonnay vines 
on AXR-1 rootstock from 0.37% at bloom 
to 0.45% at veraison. 
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Leaf petiole levels below 0.20% Meg at 
bloomtime are considered less than 
adequate according to commonly used 
grapevine tissue standards.'° Blade 
Mg levels were 0.27% at bloom and 
veraison in the MAP-treated Chardon- 
nay vines. 

However, blade Mg levels in adjacent 
vines which did not receive the MAP 
application decreased from 0.25% at 
bloom to 0.20% at veraison. 

The vines which did not receive the 
MAP application developed Mg defi- 


ciency symptoms even though petiole 
Mg levels were unchanged between 
bloom and veraison (0.39%) and were 
above the commonly accepted ‘adequate’ 
level of 0.30% Mg."® 

Similar observations have been made 
in the San Joaquin Valley, where grape- 
vines grown on sandy soils often exhibit 
Mg deficiency symptoms in basal leaves 
during the middle of the growing sea- 
son. Mg deficiency symptoms develop 
in vines although bloomtime petiole Mg 
levels are often above 0.30% Mg (Chris- 
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tensen, L.P. personal communication). 

In a Cabernet Sauvignon vineyard in 
northern Sonoma County with St. 
George and AXR-1 rootstocks, vines ex- 
hibited Mg leaf deficiency symptoms 
over several years in spite of adequate 
soil Mg levels. An application of MgSO, 
under the drip emitter did not relieve 
the leaf symptoms over a two-year 
period. 

A subsequent application of MAP, 
however, increased bloomtime petiole 
P levels from 0.12% to 0.16% and Mg 
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NAPA SAN FRANCISCO Rice Growers Assoc. of California 
2071 1st Street #1 40 Edith Street #2 1201 S. River Road 
Napa 94559 San Francisco 94133 West Sacramento, CA 95691 
707-253-2352 415-397-9148 ne (916) 371-6762 FAX: 372-7158 


IF YOU ARE STILL HAND-APPLYING CAPSULES 


— even if your bottling line runs at only 30 BPM — 
YOU ARE WASTING MONEY 
AND GOOD PERSONNEL! 


There is finally a thoroughly proven, reliable, quality-built 
automatic capsule applicator at a reasonable price which 
will quickly pay for itself due to your savings in manual labor: a 


-MULTICAP- 


AVAILABLE IN A COMPREHENSIVE RANGE OF SIZES, FOR ALL TYPES OF NESTING CAPSULES 


Take advantage of our long experience: it is a unique combination of extensive technical know-how 
in all methods of bottle capsuling (spinning, heat-shrinking, crimping, pleating) and in-depth, 
expert knowledge of all types of capsules. We can help you solve all your capsuling problems. 


Your specialized single source 
for capsules and capsuling equipment! 


ENOTECH® CORPORATION 


P.O. Box 576, Palo Alto, California 94302 » Telephone 415/851-2040 * Telex 229377 * FAX 415/851-2034 
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levels from 0.23% to 0.37% (Table III). 
The P-treated vines also had higher P 
and Mg levels at veraison (Table III), 
and retained their leaves longer than 
did the untreated vines. 


Table 3. Petiole P and Mg concentrations 
at bloom and veraison of Cabernet Sau- 
vignon vines which did or did not re- 
ceive phosphorus fertilizer. 


Bloom Veraison 

P Mg P Mg 

(%) (%) (%) (%) 
ei) ie 2S ee) OO meee (al 
+P 0:16 pe 0.3/7 sel ck een Oe27, 


Summary 

Both red (Pinot noir and Cabernet 
Sauvignon) and white (Chardonnay 
and Chenin blanc) wine grape varieties 
growing on low P and low pH soils 
have developed Mg deficiency symp- 
toms in spite of what appear to be ade- 
quate soil and vine petiole Mg levels. 

Results from greenhouse and field 
studies have shown that under low P 
conditions, Mg transport to shoots is 
inhibited, resulting in the accumulation 
of Mg in the roots. P applications have 


increased Mg levels in xylem sap, peti- 
oles, and blades compared to untreated 
controls, and have reduced the occur- 
rence of Mg deficiency symptoms in 
leaf blades. 
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GOODSYEAR 


Rubber and Plastic Wine Hose 
Washdown and Steam Hose 
Exclusively Carrying a Special 1” Rubber Wine Hose 


ICON 


INNOVATIONS IN CONVEYING 


a division of 
Andres & Associates, Inc. 


Complete Conveyor Systems 
for the Modern Winery 


-BOTTLE 

-CASE 

-BARREL 

-PALLET 
-CONTROL DESIGN 
-INSTALLATION 


DIAPHRAGM PUMPS, VALVES, SANITARY FITTINGS 
REOTEMP WINE TANK THERMOMETERS 
HYDRAULIC AND PNEUMATIC COMPONENTS 


The Santa Rosa Bearing Group 


Santa Rosa 
Hydraulics 
520 Barham Ave. 
Santa Rosa, CA 95402 
(707) 544-5600 


Napa Bearing & 
Industrial Supply Co. 
926 Kaiser Rd. 
Napa, CA 94558 


(707) 252-7333 Innovative Conveying Systems 


Ukiah Bearing & 
Gear Co. 
1068 N, State St. 
Ukiah, CA 95482 
(707) 468-0291 


Lakeport Bearing 
Industrial Supply 
96 Soda Bay Rd. 
Lakeport, CA 95453 
(707) 263-9503 


BETHELISLAND MODESTO 
Phone 415-684-3532 Phone 209-572-4266 
Fax 415-684-0646 Fax 209-572-4267 
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(Part IIT) 


Filtration 


pressure-leaf 
equipment 
and media 


Criveller Company 

Two styles of Omess Spadoni pres- 
sure leaf (D.E.) filters are available in 
various sizes from 1 sq. meter up to 20 
sq. meters of filtering surface. In both 
the vertical and horizontal styles, the 
hourly output is from 660 US gal/hr to 
14,000 US gal/hr. Dosing of the diato- 
maceous earth may be either by erosion 
or automatic by means of a piston pump. 

The vertical element (screens) filters 
are available with dry or wet cake dis- 
charge. The vertical-style filter is more 
compact in overall dimensions and is 
slightly less expensive. 

The horizontal filter screens are avail- 
able with dry cake discharge and offer 
these features: a) during filtering time, 
the possibility of the cake falling down 
is reduced to less than 1%, b) the filter- 
ing elements at the bottom of the cham- 
ber, act as scavenger filters to assure 
that the cycle ends with no unfiltered 
wine, c) since the filter cycle ends with 
the unit completely empty, the recov- 
ered cake is solid therefore avoiding 
excess sewage disposal. 

Contact: 

In Canada: Criveller Company 
6935 Oakwood Drive 

Niagara Falls, Ontario L2E 655 
In USA: Criveller Company 
P.O. Box 162 

Lewiston, NY 14092 

Phone: 416/357-2930 

Please see our ad on page 4 


fp Packaging 

fp Packaging represents Padovan/TMCI, 
manufacturers of a complete range of 
filtration equipment including three 


This is the third part to our filtration 
guide in which PWV invited suppliers 
to submit information on pressure leaf 
equipment and media available to 
the wine industry. These summaries 
are listed below alphabetically and in- 
clude the contact name and telephone 
number for your convenience. 

Please let suppliers know that you 
read about their equipment or products 
in PWV. 


lines of pressure-leaf filters. 

The Junior series is available in 3 and 
4 sq. meter sizes and features horizon- 
tal plate configuration for maximum 
cake stability and internal scavenger 
filter for residual liquid filtration. 

The Green filter series is produced in 
5, 8, 10, 15 and 18 sq. meter sizes. Green 
filters feature horizontal screens of a 
patented design which provide increased 
service-life and they are exceptionally 
easy to clean. Centrifugal discharge, an 
internal screen washing system and re- 


os 

Padovan’s ECO filter is available in 
sizes to 30 sq. meters. The smaller sizes 
are portable, the larger filters are for 
“in-line” installation. As with Padovan’s 
other pressure leaf filters, screens are 
horizontal to guarantee cake integrity. 

All Padovan filters are manufactured 
in 504 stainless steel and are supplied 
with diaphragm dosing pump, stain- 
less feed pump, stainless butterfly 
valves, sight glasses and a flow meter. 
Contact: 
fp Packaging, Inc. 
510 Myrtle Ave. Suite 209 
South San Francisco, CA 94080 


Phone: 415/742-5400 Fax: 415/871-5950 
Please see our ad on page 7 


Industrial Filter 

Two basic types of filters are offered: 
The horizontal Model 122 and the ver- 
tical tank model 116. The horizontal 
model features lift-out leaves for assem- 
bly, service and ease of cake recovery. 
The heavy-duty leaf construction is de- 
signed with an elastomeric seal joining 
wire mesh to channel. Operating pres- 
sure is 70 psi at 250°F. Manual cover/ 
chamber interlock is standard; auto- 


matic lock optional. 

The vertical model 116 is constructed 
of stainless steel or rubber lined carbon 
steel and features filtration areas of 1 to 
200 sq. ft., dry cake, high flow rates 
and are designed for 60 PSIG at 180°F. 
Particle retention with filter aid is less 
than 1 micron. 


Contact: 

Industrial Filter & Pump Mfg. Co. 
5900 Ogden Ave 

Cicero, IL 60650 

Phone: 312/656-7800 


Moret Enterprises (Amafilter) 

Amafilter from Holland supplies pres- 
sure leaf filters and polishing filters for 
many applications as well as supplying 
5-ply replacement leaves for a wide 
variety of pressure leaf filters. 
Contact: 

Moret Enterprises International 
2811 Green Mountain Lane 
Escondido, CA 92025 

Phone: 619/480-4808 

Please see our ad on page 36 


Process Engineers 

The Pedia-Kreyer D.E. pressure-leaf 
filter is available in four mobile sizes for 
processing from 1,000 to 6,000 gal/hr. 
Each comes complete with agitator dos- 
ing tank and pump. The filter plates are 
on a horizontal plane; production can 
be started and stopped without losing 
the cake. 

Units can be easily cleaned, sterilized 
and inspected with plates in vertical 
position. The bell tank when swiveled 
on its side, allows for complete interior 
visibility during cleaning. 

Contact: 

Process Engineers, Inc. 
3329 Baumberg 

Hayward, CA 94545 
Phone: 415/782-5122 

Please see our ad on page 19 
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Scott Laboratories 

Velo pressure leaf diatomaceous earth 
filters are available with vertical or hori- 
zontal leaf design. All Velo filters of- 
fered are complete monobloc filtration 
systems in all stainless steel construction. 

Vertical leaf filters are provided in 2.7, 
5, 7.5, 10, 15, 20, 35, 50 and 75 sq. meter 
filtration surface sizes for filtration flow 
rates of 1,300 to 36,000 gph. Sizes 5 
through 75 are dry cake discharge 
design. 

Velo Model ERO 3 (2.7 m’) and Velo 
Model Export 5 are regular “in stock” 
filters available from Scott’s Petaluma, 
CA or Toronto, Canada, locations. 


Velo horizontal leaf filters are available 
in 3, 5, 8, 10, 15 and 20 sq. meter filtra- 
tion surface sizes for filtration flow rates 
of 1,000 to 13,000 gph. Both spinning 
disc dry cake discharge and manual 
cake discharge styles are offered. 
Contact: 

Scott Laboratories, Inc. 

2220 Pine View Way 

P.O. Box 750249 

Petaluma, CA 94975 

Phone: 707/765-6666 .Outside Calif: 
1-800/821-7254. Fax: 707/765-6674 

or Scott Laboratories, Ltd. 

950 Brock Road South 

Pickering, Ontario LIW 2A1 Canada 
Phone: 416/839-9463, Fax: 416/839-0738 
Please see our ad on page 3 


SEN Machines, Inc. 

SEN offers a full line of both horizon- 
tal and vertical screen pressure leaf DE 
filters from Omess. Horizontal screen 
filters can be supplied with a filtration 
area of 2m? to 20m? and corresponding 
outputs of 1,320 gal/hr to 13,200 gal/hr. 
Featuring dry-cake discharge either 
manually in the DCBL series or motor- 


level control systems. These new 316 
stainless steel sensors convert liquid 
pressure directly to a 4-20mA electric 
signal for process control loops, com- 
puter input, and digital or analog read- 
ings at your control panel. Signals may 
be transmitted up to 5,000 feet. Accura- 
cy is to 1% of full scale reading. 


Fully CIP. Weld-in shells for thin 
wall or insulated tanks, and 2” 
clamp-type mount available. 
Conversion kits for earlier 
Tank Mate pneumatic type 
sensors are available. 


TANK 
MATE 


PO Drawer AL « Elburn, 1L 60119 + 


ELECTRONIC LIQUID 
LEVEL SENSOR 


Delivers 4-20mA signal to 
process control loop...gauges 


The new SE series sanitary electronic level sensors from 
Tank Mate are the starting point for new, more efficient liquid 


Storage Tank 


4 Conductor 


V2" Conduit 


For more information, contact: 


wi 0 NITOR MANUFACTURING 


312/365-9403 + Telex 72-0437 
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ized centrifugal discharge for the Mac 
series. A complete range of vertical 
screen filters is also available in sizes 
from 1m? to 50m? or 660 gal/hr to 29,396 
gal/hr. 

All filters are fabricated from 304 stain- 
less steel. Mobile execution is available 
along with a choice of: a) erosion or 
automatic dosing, b) manual or motor 
driven agitator for DE slurry tank c) 
bronze or stainless steel product pump 
d) ball or butterfly valves. 

Contact: 

SEN, Inc., 

1350 Industrial Ave., Suite G 
Petaluma, CA 94952 

Phone: 707/763-4844, Fax: 707/763-6997 
Please see our ad on page 12 


Cable to 
Readout 


Electronic 
Controller 


Flexible 


Mocel SE 
Level Sensor 


225 L./60 Gal. European Styling 


BOUTES & CIE. 
FUT FRAN CAIS Selection of wood types 


QUALITY BARREL SHAVING & RETOASTING 
EXPERT BARREL REPAIR SERVICE 
TANK ASSEMBLY 

BITARD BARREL RINSERS 


YOURSCOMPLEESEU LBS ER Gis 
COOPERAGE 


1085 LOD] LANE 
707/963-7914 


ST. HELENA, CA 94574 
FAX: 707/963-7553 
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0 United States $28.00 

O Surface delivery outside U.S.A. $8.00 

faa aa delivery outside U.S.A. $16.00/year 


PREFERRED METHOD OF PAYMENT: 
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THE 


BENEFITS or 
MODERATE 
DRINKING 


Alcohol. Health & Society 


Gene Ford 


Foreword by Thomas B. Tumer. MD: 


The Benefits of Moderate Drinking 
Alcohol, Health & Society 

Gene Ford 

Abundant evidences in medical 
science, sociology and anthropol- 
ogy that alcoholic beverages are 
far more important to our daily 
functioning than we realize. 
320pp—$14.95 Order #6509 


Commonsense Book of Wine 
Leon Adams 

New 4th edition on fundamentals 
of wine and its enjoyment. 
260pp—$7.95 Order #508 


Wines, Their Sensory 
Evaluation 

M.A. Amerine & E.B. Roessler 

The standard and authoritative 
text on the subject. 
250pp—$25.95 


Modern Winemaking 

Phillip Jackisch 

A clear step-by-step guide to wine 
production to maximize quality. 
280pp—$25.00 Order #907 


The Mediterranean Diet 

C & M McConnell 

Very readable and includes good 
research on a delicious, protective 
diet with menus and recipes. 
204pp—$16.95 Order #990 


Winegrowing in Eastern America 
Lucy Morton 

Very comprehensive look at grape- 
growing of hybrids and vinifera in 
eastern U.S. 
$24.95 


Order #511 


Order #923 


Wine Atlas of France 

Hugh Johnson & Hubrecht Duijker 
Very good traveller’s guide and col- 
lection of maps to vineyards. 
280pp—$35.00 Order #997 


Beaujolais: The Complete Guide 
Guy Jacquemont and Paul Mereaud 
Explores the history deep-rooted 
among the vineyards, cellars, and 
chateaux in the little-known Beau- 
jolais region. 


190pp—$29.95 Order #981 
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“EMILE PEYNAUD ~ 


Knowing & Making Wine 

Emile Peynaud 

A complete survey of winemaking 
techniques, wine appreciation and 
latest scientific developments. How 
to apply results of enological re- 
search to everyday practices and 
solving winemaking problems. 
391pp—$36.50 Order #898 


Chilean Wine 

Jan Read 

First book in English on Chilean 
wines. Includes chapters on history, 
viticulture, winemaking and de- 
scriptions of the bodegas. 
176pp—$39.95 Order #6510 


WINE, A Geographic Appreciation 
Harm Jan de Blij 

Looks at wines and winemaking as 
expressions of geographic regions 
in northern and southern hemi- 
spheres. 


239pp—$24.95 Order #781 


Winemaking in California 

R.Teiser & C.Harroun 

A comprehensive & well-researched 
history of wine in California. 
239pp—$24.95 Order #759 


Encyclopedia of the 

Great Wines of Bordeaux 

Michel Dovaz 

A detailed study of the wines and 
vineyards of Bordeaux’s crus classes. 
255pp—$49.95 Order #772 


Vine to Wine 

Richard Lyon 

Photographic essay on viticulture 
depicting the natural source from 
grape to wine. 


$9.95 Order #929 


Cognac 

Nicholas Faith 

This book covers the gradual de- 
velopment of Cognac from its be- 
ginning into the center of a world- 
wide trade. 


177pp—$30 Order #982 


DAWID JACKSON & DANNY SCHUSTER 


THE PRODUCTION OF 
GRAPES & WINE 
‘IN COOL CLIMATES 


The Production of Grapes & Wine 
in Cool Climates 

David Jackson & Danny Shuster 
Concise handbook on geographical 
distribution of the grape, grape- 
growing and winemaking. 
192pp—$39.95 Order #PW-JS 


Making Sense of Wine 

Alan Young 

A disciplined approach to improv- 
ing wine-tasting skills with scienti- 
fically-sound sensory physiology 
and practical exercises for the seri- 
ous amateur or wine professional. 
167pp—$19.95 Order #979 


Commercial Winemaking, 
Processing and Controls 

Richard P. Vine 

Practical methods & technical data 
for operating a small winery. 
400pp— $37.95 Order #712 


Anatomy of the Wine Trade 
Simon Loftus 

Easy-to-read, amusing, enlighten- 
ing conversation with insights frora 
grape to the glass. 
179pp—$15.95 Order #6504 
Vines, Grapes & Wines 

Jancis Robinson 

A comprehensive evaluation of all 
major wine producing areas of the 
world in terms of grape varieties 
and their relationship to climate, 
soil and viticultural practices. 
280pp—$29.95 Order #960 


Champagne 

Tom Stevenson 

Comprehensive evaluation of viticul- 
tural and vinification practices in- 
cluding village-by-village assessment 
of all vineyards and 90 producers. 

416pp—$39.95 Order#947 


Burgundy: The Country, 

The Wines, The People 

Eunice Fried 

An in-depth, personal travelogue 
which gives a real feeling for the 
people of Burgundy and their tra- 
ditions. 


205pp—$17.95 Order #950 


ENGLISH-FRENCH 


Wine Dictionary 


Over 32500 words end phrases 
from the world of wine 


compiled by 


PAUL CADIAU 


Lexiwine 
Paul Cadiau 
English-French Wine Dictionary 
containing over 3,500 words and 
phrases in grapegrowing and wine- 
making. Easy-to-carry 4” x 72” 
paperback format. 
$9.45 


Table Wines, The 

Technology of Their Production 
M.A. Amerine & Joslyn 

The professional winemaker’s text. 
879pp—$40.00 Order #509 


Methods of Musts & 

Wines Analysis 

Amerine & Ough 

Provides technique and data neces- 
sary for winemaking. 


341pp—$75.00 


Order #WD-PC 


Order #732 


A Practical Ampelography, 
Grapevine Identification 

Pierre Galet, translated by Lucie 
Morton. 

All varieties, hybrids, rootstocks, 
ere 

256pp—$39.95 Order #610 


Great Wine Puzzle Book 

Over 100 challenging cross-word, 
fill-in puzzles on winegrowing 
topics. 
$9.95 


General Viticulture 
A.J. Winkler, Cook, Kliewer & Lider 
The definitive book on grapegrow- 
ing from U.C. Davis 
780pp—$35.00 


Order #975 


Order #549 


Yquem 

Richard Olney 

Informative text and photos cover- 
ing history, soil, climate, vinifica- 
tion of Chateau Yquem and many 
food suggestions for Yquem. 
165pp—$45.00 Order #961 


Rich, Rare and Red 

Ben Howkins 

Concise history of Port and Port 
trade including soils, climate, spe- 
cies of vines, and viticulture of 
Douro Valley, Portugal. 


159pp—$9.95 Order #985 
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By Steve Fox 

At the beginning of the 1980s, what was it that put an end to 
the great American wine boom? Did American consumers 
simply fall in and out of love with wine so suddenly? 

Why does a nation as civilized as the United States consume 
only a tenth as much wine as does France or Italy?’ As we 
approach the 1990s, is there anything we can do to increase 
the number of Americans who enjoy wine with their meals? 

We all are aware of some of the obstacles: 

e Stronger drunk driving laws — even though wine is im- 
plicated in only 2% of drunk driving arrests. 

e A weakened dollar — with higher prices for imported 
wines, domestic producers have raised their prices too. 

e A steady erosion of market share for low-priced generic 
wines, which seems mainly to have benefitted sales of wine 
coolers rather than table (real) wine sales. 

* Raising of the legal drinking age in many states. 

¢ An explosion of health and fitness concerns. 

e Mandatory warning labels regarding sulfites and the risks 
of drinking during pregnancy, which have frightened many 
into believing that wine contains dangerous chemicals. 

I would like to discuss one other factor that may be a little 
less obvious, but that is perhaps the most important of all ... 
and one that may also represent a great opportunity for wine 
producers. 

When it comes to drinking wine in restaurants, I believe 
there are three types of patrons. The first group, Wine Lovers, 
are people who enjoy wine virtually every time they dine 
out. In fact, no matter how boring the selection or incompe- 
tent the service, they will buy wine. For Wine Lovers, “a meal 
without wine is like a day without sunshine.” 

The second group is made up mostly of people who never 
or rarely consume alcohol. Abstainers are people whose diet, 
health concerns, or strong personal preference excludes wine. 
No matter how appealing the wine selection or how attractive 
the pricing, there’s little a restaurateur can do to interest 
Abstainers in a glass of wine. 

The third group has not been clearly identified by wine 
marketers, but it is probably the largest of the three: Wine 
Dreamers. 

Although these people dine out occasionally, it’s rare for 
them to order wine. When they do, their choice is typically an 
inexpensive, widely-advertised national brand. Although 
they may read back labels — but only those that aren't too 
technical — they probably have read only four or five wine ar- 
ticles in their lives. 


No text or graphic material in this article may be reproduced 
without the express, written permission of Stephen L. Fox. 
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1. According to The Wine Institute (excluding wine coolers) in 
1987 wine consumption for France, Italy and the United States 
were 20.71, 19.34 and 1.93 gallons per capita, respectively. 
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On the rare occasions — usually for a special event — when 
Wine Dreamers visit a retail wine shop, it’s almost always to 
pick up a familiar, safe wine or one recommended by a more 
knowledgeable friend. Often, that more knowledgeable friend 
is one of us. 

Wine Dreamers patronize fine restaurants and enjoy good 
food; they have taste, as well as money to spend. They also 
know that drinking good wine is fashionable, and that a well- 
selected wine can elevate an ordinary meal to a totally satis- 
fying, sensual experience. Deep down, they would like to 
enjoy wine as a regular part of their meals, but they rarely do. 

What's the problem? 

It’s actually very subtle. Many of us in the wine business 
have been enjoying wine for a decade or more and we have 
gradually learned a great deal about it — how it’s made, how 
different varieties taste, how certain wines complement cer- 
tain dishes, how good wines differ from bad ones, which 
types are fashionable and which are declasse, etc. The result 
is that we can talk about wine comfortably and intelligently. 

Wine Dreamers are not so well-educated. They are afraid of 
mispronouncing a wine's name, of choosing the wrong wine, 
of paying more for a wine than it’s worth, or, in general, of 
looking like a wine nerd! 

Thus, when offered a wine list, Wine Dreamers, rather than 
risking embarrassment, simply smile and say, “No thanks,” 
and hope that the waiter doesn't press the issue. 

Now, it wasn't that long ago that some of us graduated from 
this entry level of wine appreciation, when we were ordering 
our first bottle of pew-lig-nee mon-trachet, pee-not blank, pee-not 
no-where, or that magnificient Rhone Valley red by Gwiggle, 
Coty Roty. 

Maybe some of us have forgotten that moment of enlighten- 
ment when we first realized Sauternes was sweet or that a 
rose could be dry. 

Yet we were all novices at one time. Just as we did back then, 
Wine Dreamers want the romance wine brings to a dinner 
shared by lovers. They want to show off their good taste to 
their friends and associates. 

They know that, with a good meal and a bottle of wine, 
anyone can enjoy a slice of the good life. Yet, their fears are 
both real and justified. Fortunately, those who supply res- 
taurants and wine shops can help Wine Dreamers overcome 
their fears. 

A basic problem of waitstaff training 

For the past decade, I’ve taught people, mainly waiters, 
about wine and how to enjoy wine. I’ve learned that many 
waiters suffer from the same fears that Wine Dreamers do. 

During the six years I directed wine programs for Tavern on 
the Green and Maxwell’s Plum, two restaurants in New York 
City, I often invited winemakers to conduct tastings for the 
waitstaff. Here’s what typically would happen: 

The winemaker would serve and talk about the wine, de- 
scribing its attributes and saying a bit about the vintage and 
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how the wine was made. Then he would ask everyone how 
they liked the wine. 

Usually, one waiter or waitress — it would be the same know- 
ledgeable person each tasting — would say he or she liked it 
and explain why. The rest kept silent, hoping they wouldn't 
have to make a comment. 


Still, most of us would feel the tasting was worthwhile. A 
few days later, however, when I would ask a few of those who 
seemed to enjoy the wine to tell me something about it, they 
invariably would reply, “Oh, uh, it’s very nice, very good.. .” 

In other words, they couldn't distinguish it from any other 
wine they ‘sort of’ liked. I began to wonder if the restaurants’ 
patrons were receiving the same uninformative descriptions. 


I’m sure many wine educators and salespeople have experi- 
enced similar frustrations. We all know that most waiters, 
when made to endure a 30 to 60 minute wine tasting, will 
smile quietly, behave politely, and — daydream! — until it’s 
over. 

However, I honestly believe that most waiters want to know 
more about wine so they can better answer diners’ questions 
and sell more. However, like Wine Dreamers, they suffer from 
wine-o-phobia. They fear they will embarrass themselves 
trying to talk about wine. 

After all, wine talk is, at best, an imprecise language relying 
on poetic devices like similes, metaphors, analogies, and per- 
sonifications. It’s no wonder waiters avoid it as much as they 
can. Fortunately, once we understand their concerns, we can 
replace their fears with confidence. 

It’s also true that all restaurant managers want to increase 
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wine sales. If they knew how to do it through waitstaff train- 
ing, they would strive earnestly to do so. The problem is that, 
in regard to wine training, most of us are still groping in the 
dark. 

Kenneth A. Rohr corporate director of food and beverage, 
Hilton Hotels, believes wineries simply are not delivering on 
their trade education responsibilities. He states, “The sup- 
pliers continue to offer free staff training, but the value seems 
to last only a matter of days for the specific wines presented 
in a tasting. But what is really disturbing is that, even where 
tastings are offered regularly over many months, the cumula- 
tive learning is negligible.” 


The opportunity 

Because we lack a common language with which to discuss 
how wines taste, only connoisseurs and professionals can 
talk about wine without experiencing significant stress. Thus, 
the most valuable service we can provide to customers and 
waitstaff — indeed, to anyone who wants to understand wine 
and communicate about it more clearly — is to supply them 
with a simple way to learn wine talk. And, since the way we 
can do this is through marketing, training, and merchandising, 
suppliers also will benefit, by selling more and better wine. 

Marvin Shanken, publisher of The Wine Spectator, has pre- 
dicted that between 1987 and the year 2000, spirits consump- 
tion in the U.S. will decline by 9%, or 15 million cases, while 
the wine market will grow by 1%, or 2 million cases. How- 
ever, since wine consumers apparently are purchasing higher- 
quality, higher-priced premium wines, Shanken expects a 
58% increase in gross sales of wine during this period, from 
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$7.6 billion/year to $12 billion/year. 
How do we unlock the door to a bigger share of this market? 


A useful tool 

Over the past six years, I have developed, through much 
trial and error, a simple wine lexicon. Some may consider it 
of little use in a restaurant where an effective sommelier does 
most of the selling. However, when I was the sommelier at 
Windows on the World in New York City ten years ago, I 
could have used such a concise vocabulary to make our weekly 
waitstaff tastings significantly more valuable. 

The Wine Key™ is a teaching tool to help people better under- 
stand the differences in flavor, style, and food affinities among 
the wines they taste. It’s deceptively simple. Here are the 
main features: 

1. The Wine Key™ contains 18 graphic, easy-to-use terms. 
There are no off-putting technical terms like tannin, TA, pH, 
S02, and malolactic fermentation. There also are no fuzzy, 
romantic terms commonly employed in advertising, such as 
stylish, refined, elegant, noble, decadent, and well-bred, 
words which are easily understood when applied to people, 
but which require a great deal of explanation when used to 
describe wines to neophytes. 

2. All terms have either neutral or positive connotations. For 
example, I could have used tart, acidic, or sour to describe wines 
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that accentuate their acidity. However, crisp means the same 
thing and suggests a beverage that is lively and refreshing. 

It's very important to protect beginners from the ‘med school 
syndrome’. (Medical school students often find symptoms in 
themselves that don’t exist.) A trainee who is taught all the 
ways a wine can be flawed is likely to focus on what’s wrong 
with a given wine or with wine in general. 

This is not the way to foster a positive orientation to wine. In 
addition, a proper understanding of potentially problematic 
chemical constituents like sulfur dioxide, hydrogen sulfide, 
volatile acidity, oxidation, acetaldehyde, and ethyl acetate re- 
quires a technical sophistication the beginner simply doesn't 
possess. 

3, Each category presents a choice among low-, medium-, 
and high-degree descriptors, prompting the taster to select 
the term which best describes the particular wine being tasted. 
He need not search his memory for the right word. 

Moreover, as the taster selects a particular descriptor, he sees 
the unselected descriptors and understands what the wine 
isn’t. This reinforces his concept of what the wine is. 

Because the Wine Key™ is so user-friendly, it can help the 
newcomer to begin understanding, talking about, enjoying, 
and — in the case of waiters — selling wines with confidence. 

4. The categories are ordered to help form a sentence which 
includes food affinities and which can be uttered in ten to 
twelve seconds. Any sales aids that takes longer may be too 
cumbersome to be helpful. 

5. The Wine Key™ is standardized, i.e., any wine’s flavor 
characteristics can be compared or contrasted with any other's. 
Tasting wines in groups of two or more expedites learning 
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how they differ. 
6. The range of categories is finite, so the taster knows when 
his description is complete. 


Applications of the Wine Key™ 
In restaurants, the Wine Key™ can be used in multiple formats: 

1. In blank form, as a card for tasting notes by waitstaff, 
management, or even patrons, 

2. As the basis for a ‘talking’ wine list; 

3. Enlarged as a poster on the kitchen wall, where it can 
help waiters practice their sales presentations; 

4. In miniature, so it can serve as a crib sheet pasted on the 
back of an order pad. 
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In retail wine shops, the Wine Key™ offers a standardized 
format for describing wines on shelf talkers, necktags, back 
labels, leaflets, newsletters, or print advertisements. 

Because good communication starts at the source, wineries 
and marketing agencies might use the Wine Key™ in develop- 
ing each wine's product profile, so that brokers and distributor 
sales reps might do a better job of presenting them. In fact, 
it’s probably wine wholesalers who will do the most effective 
job in advising shop owners and restaurateurs how best to 
use the Wine Key”™. 


How to use the Wine Key™ 

For most people in the U.S., wine is not a passion. There- 
fore, we must walk them through the basics and teach them 
things we learned years ago. We must show them that, using 
their own sensibilities, they can quickly learn to understand 
wine and talk about it intelligently. 

When you witness a formerly shy waiter realizing for the 


first time that he can taste and describe the differences be- ° 


tween two wines, see him reveling in a new sense of power 
and excitement, you will fully appreciate the beauty and 
power of the Wine Key™! 

For those eager to know what a given wine tastes like, the 
Wine Key™ is self-explanatory. Normally, however, I introduce 
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it by using color slides to illustrate each term and concept and 
then follow immediately with a blind, comparative tasting. 


Anyone actively participating in this 90-minute exercise will 
significantly improve his or her ability to distinguish and 
articulate differences among wines. 

My approach is to keep things simple and graphic. I use 
numbers only where quantification is helpful. I explain enough 
to promote a concrete understanding, stopping short of lec- 
turing. If the weight of the material is too heavy, trainees will 
leave it where they found it. Keep it light and they'll fly with it. 

After mastering the Wine Key™, it becomes a simple matter 
to construct the presentation of a wine. There are several op- 
tions, depending on whether you're an advertiser writing 
copy, a brand manager training distributor sales reps, or a 
retailer composing shelf-talkers. One option that works well 
in restaurants is designed to facilitate immediate, frequent, 
and repetitive use. 

A waiter simply constructs a sentence, beginning with the 
name of the recommended wine, followed by the series of 
Wine Key™ descriptors: “The is a = 
bodied, ee eee wine mith 
ee ED OUC Tel ad flavor; and 
goes very well with oo 

It helps if the waiter uses an opening such as: “Sir, if I may 
offer a suggestion .. . ,” or, “If you'd like a wine recommen- 
dation, I recently tasted the Pandit Slane 

I would instruct a waiter to time the presentation as follows. 
While taking the party’s order, he/she determines an ap- 
propriate wine to recommend. The waiter should pause a 
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few seconds to give the party an opportunity to order wine. 

I would remind the waiter that Wine Lovers will order wine 
without any prompting, but that a non-order is most likely 
from a Wine Dreamer. Wine Dreamers need only a confident 
recommendation of a good, appropriately-priced wine that 
will complement their meal. 

My guess is that more than half of those who don’t order 
wine are Wine Dreamers. If that’s true, most restaurants can 
double sales through skillful sales presentations. 

If the party is a group of Abstainers, the presentation costs 
nothing, and serves to identify them as non-wine candidates. 
In that case, why not suggest a non-alcoholic beverage? 


Some examples 

A white Zinfandel, sampled recently, is “a medium-bodied, 
medium-dry, crisp, uncomplicated wine with a fragrant bou- 
quet,a fruity flavor; and goes well with appetizers or as an 
aperitif.” 

This Soave is “a light-bodied, dry, balanced, uncomplicated 
wine with a light bouquet, a delicate flavor; and goes well 
with seafood.” 

This popular reserve Chardonnay is “a full-bodied, dry, soft, 
complex wine with a full bouquet, a rich flavor; and goes well 
with white meats.” 

This appealing Beaujolais-Villages is “a medium-bodied, dry, 
balanced, uncomplicated wine with a fragrant bouquet, a 
fruity flavor; and goes well with red meats.” 

This 1985 Chateauneuf-du-Pape is “a full-bodied, dry, soft, 
complex wine with a full bouquet, a rich flavor; and goes well 
with game.” 
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This California late-harvest Gewurztraminer is “a medium- 
bodied, very sweet, crisp, interesting wine with a full bouquet, 
arich flavor; and goes well with, or as, dessert.” 


Conclusion 

It’s important to realize why so many beginners get turned 
off to wine. Without an understanding of the components 
and range of a wine's aroma and flavor characteristics, novices 
can’t sort out what they like from what they don't like in a 
glass of wine. 

Only when they’re presented with these components — ver- 
bally as well as conceptually — and shown how to use their 
senses to identify them, will they able to articulate their tastes, 
to say, for example, “I like this wine's crispness, but I wish it 
were fruitier and a bit more complex.” 

Until this point of understanding is reached, Wine Dreamers 
will continue to be displeased and confused when they try 
new wines, and less likely to experiment further. 

If you want to spread the good words about wine, try the 
Wine Key™. 


(The above was part of Steve Fox’s presentation at the 1989 
Monterey Wine Festival, Monterey, CA.) 

(Steve Fox, former cellarmaster at Windows on the World, 1s a pro- 
fessional wine judge, educator, and consultant. Among his clients 
have been the International Wine Center, American Express, the 
French Culinary Institute, New York’s Plaza Hotel, Tavern on the 
Green, and dozens of other hotels and restaurants. He can be con- 
tacted at Wine Central, 410 Central Park West, New York, NY 10025; 
phone: 212-749-9487, FAX: 212-749-0390.) 
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Hospitality § Aa 


center 


at Pedroncelli 


By Chris Rota, Word of Mouth, Inc. 


The Pedroncelli name has been a factor 
in the California wine industry since 
1927, and the family is still going strong. 
The secret of the Pedroncelli’s success 
lies in maintaining traditions while 
constantly improving marketing and 
production techniques. Opening a new 
tasting room in 1988 was another step 
in this process. 

The materials used in the new hospi- 
tality center demonstrate the Pedron- 
celli philosophy of giving old traditions 
a new and beautiful look. The ceiling, 
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Tasting bar 


walls, and display bins were fashioned 
from clear redwood milled from one of 
their 80-year-old, 28,000-gallon redwood 
tanks. The lumber, entirely milled and 
resurfaced, shows the redwood clear 
heart beautifully. 

The use of redwood for storage and 
ageing is ending; steel and oak are the 
cooperage of the day. What better way 
to use this venerable, old redwood 
cooperage? 

Heavy beams, solid oak doors, and a 
tile floor convey the feeling of antiquity 
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and quality, while large windows over- 
looking vineyards and the use of light 
colors are appropriate modern touches 
that make visitors feel comfortable. 

Large, oak double doors lead into a 
spacious, airy conference room adja- 
cent to a patio area used for meetings 
and private tastings, all with a view of 
the adjoining vineyards. The tasting 
room and the 35-foot long bar is in a 
functional ‘L’ shape and comfortably 
accommodates 40 to 50 people. 

The bar, made of cherry wood, pro- 
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vides an interesting counterpoint to the 
dark tones of redwood. Its functional 
side (because of its visibility in the ‘L’ 
format) is just as attractive, with drawers 
and cabinets also of cherry wood. 

The focal point of the room is a win- 
dow (eight feet wide x four feet high) 
that looks into the barrel ageing cellars. 
Many visitors initially think it is a large 
photograph until they peer through the 
window closely. 

Another focal point is a large show- 
case displaying Pedroncelli’s wine com- 
petition medals. This is positioned on 
the wall opposite the bar, in full view, 
but not interfering with traffic flow or 
product displays. 

The room is well-merchandized, with 
15 bins displaying Pedroncelli wines 
positioned around the walls. These are 
not ordinary bins, however. Built 20 


Awards display case and floor stacks of wine 


years ago, they resemble treasure chests. 
The bin portion (24"x14"” x20”) holds 
approximately 24 bottles while the felt- 
lined lid (24"x14" x6") displays six 
bottles at an optimum visual level. 

Hospitality director, Rich Morehouse, 
a family member who has worked the 
tasting room for many years, summed 
up the purpose and goal of the Pedron- 
celli hospitality operation: 

“Since we are in 46 states and enjoy a 
growing sales volume every year, our 
emphasis is on image rather than sales. 
Of course we enjoy tasting room sales, 
but there are no quotas or thresholds to 
meet. This is our home and we want 
our visitors to feel comfortable here. 
Further, we want our guests to get to 
know the Pedroncelli family. Our aim is 
to put a face and a voice on the Pedron- 
celli label.” i 
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CLASSIFIED ADS 


ESTATE BOTTLING Portable Wine Bottling At Your Winery 
Owner Operated—Quality Service—Sterile Bottling 2-label 
Capacity—1500 cs/day—Generator on truck. 
Contact: PO Box 338, Rutherford, CA 94573, 707/963-5705 


complete crushing, fermentation and storage services. Reasonable 
rates and exceptional care. Contact Gary (707) 963-2745. 


FOR SALE: Westfalia SB-60 centrifuge, $150,000. Seitz 16-head 
counter-pressure filler, $27,000. Seitz Fulls corker, $11,000. Otto 
Sick 8-head capsule spinner, $10,000. World CM-7 Labeler, $4,000. 
Conveyor, $3,000. Contact Jeff Runquist (707) 963-7624. 


FOR SALE: VELO 60cm plate/frame filter. Stainless steel frame, 
75-gal drip pan, hydraulic ram press. Approx. 1-year-old. 
Imbedded gasket design on the 32 Nory] plates. 

Call for details: 707/485-7634. 


IN STOCK: STRASSBURGER Filter Pads. Corks, 4 Grades, 3 Sizes 
(printing). PVC, T/L, Champagne capsules, many colors. Willmes 
Presses, Mixers, Pumps, Ball Valves, Membrane Cartridges, Hose. 
R.L.S. Equipment Co., Inc. 
PO Box 282, Egg Harbor, NJ 08215 — 609/965-0074 


Mobile Bottling at Your Winery. Guaranteed Sterile Bottling. 
Front and back label capability. The only mobile service filling 
187ml bottles. Quality, professional handling of your wines. 
For additional information, call owner/operator Don Hudson, 
Chateau Bottlers 707/963-2323, PO Box 368, Oakville, CA 94562. 


FOR SALE: 40cm Schenk ‘Regent’ plate/frame filter with 36 
plates, stainless steel frame. Call for details: 707/485-7634. 


Custom Crush Space Available — Joseph Phelps Vineyards offers 
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Cabernet/ Merlot - 45-acre Napa Valley appellation rootstock 
planted Spring 1989 to be budded in the Fall of 1989. Seeking 
long-term contract. write PO Box 459, St. Helena, CA 94574. 


WINEMAKER WANTED for North Coast-California sales and mar- 
keting position. Good people skills, technical background, and 
ethics required. Replies held in confidence. Send resume to Practical 
Winery & Vineyard [Box TB], 15 Grande Paseo, San Rafael, CA 94903 


POSITION WANTED: Bernard Jaillet is working in Australia on a 
methode champenoise project and desires to work the 1989 harvest 
in either California, Oregon, or New York. He has worked 7 years 
as enologist in Mercurey, Burgundy, and 3 years in Beaujolais, 
France. Has strong chemical analysis background. Contact: 
Bernard Jaillet, 7 Turner St., Griffith, NSW, Australia 2680. 


WINEMAKER: Leading New England producer of premium fruit 
wines seeks winemaker to continue pioneering this growing field. Ex- 
cellent facilities & work environment, dedicated staff, experimental 
winery orchard with over 100 fruit varieties for evaluation. Choice 
location, one hour from Boston, MA. Solid commercial winemaking 
experience required, enology degree preferred. Send resume to 


Nashoba Valley Winery, 100 Wattaquadoc Hill Rd, Bolton, MA 01740. 


PHOTOGRAPHY: Your story in pictures by the wine specialist. 
Vineyard to glass. Brochure from Fred Lyon, 237 Clara St., 
San Francisco, CA 94107, 415/974-5645. 


‘| WINEMAKER] WINERY MANAGER wanted for 20,000-case winery 


located new Newport, Rhode Island. Premium tourist area. Winery 
is fully state-of-the-art equipped. 10 years wine-making experience 
or 5 years experience plus enology or related degree. Sept./Oct. 
opening. Salary: $30K range. Write or phone: Captain Richard 
Alexander, owner. Vinland Wine Cellars, 909 E.Main Rd., 
Middletown, RI 02840, phone: 401/848-5161. 


Great news from Australia! 


Announcement... 


The Australian & New Zealand WINE INDUSTRY JOURNAL 

is now the official journal of the Australian Society of Viticulture and Oenology. 

® continuing the tradition of the best articles 6n viticulture, oenology and all aspects of 
wine production and marketing 


¢ now including AVSO technical articles, proceedings of seminars and society news. 


Subscribe now, only: A$44, air lifted. 


1989 edition now available 
The 1989 edition of the Australian @ New Zealand WINEINDUSTRY DIRECTORY 


has the following features: 


® new, updated edition, 216 pages 

¢ detailed listings of 665 wineries 

¢ suppliers, distributors, organizations, writers, etc. 

® new, specially commissioned maps of all major wine-producing regions. 


A$43.95 including postage 


ORDER FORM (photocopy and tick as required) 


Please send me 


Name: 


one year subscription to the Wine Industry Journal 
copy(ies) of the Wine Industry Directory. 


Address 


Company 


Tel: 


Encloseacheck or your credit card details.) Visa 


No. 


Mastercard Diners 


Exp. 


Return to: Australian Industrial Publishers, RO. Box 8, Cowandilla S.A. 5033 AUSTRALIA 
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Special Imprinting & Custom 
Designs on Request 
1 and 3 Bottle Gift 
2-3-4-6 Bottle Carrier 
1-2-3-4-6-12 Bottle UPS 


For Price List and Samples Contact: 


NAYLOR WINE CELLARS, INC. 


R.D. 3, Box 424, Ebaugh Road, Stewartstown, PA 17363-9180 
or call (717) 993-2431 


MOON VALLEY CIRCUITS 
C 


— Precision Tank Temperature Control 
and Monitoring Systems 

— Riddling Computers 

— Electronic Design and Consulting 


(707) 996-4157 
12350 Maple Glen Rd., Glen Ellen, CA 95442 


Engineering 


Winery Water & Wastewater Planning, 

Design & Construction Management Services 

Engineering specialties include wastewater recycling and system expansions. 
Over 30 years experience in the design of water, wastewater, wastewater solids 
and utilities systems. Domestic and overseas experience with wineries producing 


table wines and sparkling wines with production capacities from 5,000 to 
2,000,000 cases. 


Excellent in-house database on process water use of all sizes of wineries. Obtain 
your utility design services from someone who knows the wine industry. 
Storm Engineering 


15 Main Street — PO Box 681, Winters, CA 95694 
916/795-3506 


Instrumentation/Control Systems Engineering 


A consulting engineering firm with over 20 years experience in all aspects of In- 
strumentation and Control Systems offering: 

Process Control and Plant Automation 
e Pneumatic/Electronic Instruments | © Computer-based Monitoring/Control 
¢ Programmable Controllers e Systems Integration 

Engineering Services 

¢ P &ID and Process Flow Diagrams ¢ Panel Design 
¢ Logic, Loop, and Ladder Drawings ¢ Installation, Start-up/Training 
¢ Instrument Installation Details ¢ Computer-aided (AUTOCAD) Drafting 
¢ Equipment Spedif./Procurement ¢ Computer Procurement and Set-up 


We also offer EVEREX personal computer systems 


Napa Instrument Co. 


PO Box 6572, Napa, CA 94581 
707/255-6842 


MARKETPLACE 


WINE PACKAGING 


Prices & Quantities You Can Afford 


PRACTICAL WINERY & VINEYARD 


FLOW METERS+TANK CALIBRATION 


Specializing in Precision Flow 
Meters for industry. Meters 
for wine, water, wastewater, 
and most other fluids. 
- PD Meters: 


- Magnetic Meters» 


Batching Systems 
Blending Systems 


Calibrate your own Tanks 
Rent our super accurate Liquid Controls Meter to 
calibrate your own tanks. Accuracies to 0.1% 
obtainable with special calibration. Available for 
rental by the week or longer. 


John F. Coyle Co. 


PO Box 4157, Burlingame, CA 94011 


(415) 692-6353 


WINE BOTTLES BOUGHT & SOLD 
GLASS STERILIZATION 
NEW CARTONS & DIVIDERS 


ENCORE! 
(415) 234-5670 


860 So. 19th Street, Richmond, CA 94804 


Cooperage 


Premium Quality Wine Barrels 

French Oak and American Oak 

Independent Stave is a third-generation cooperage. Total commitment to our cus- 
tomers’ satisfaction has made us the largest barrel producer in the world. 

e We offer: 

e French oak and American oak of the finest quality. 

e Shaping and toasting over an open oak wood fire. 

¢ Selection of grain coarseness and toast levels. 

e 200 and 225 liter barrel capacity. 


Check our cooperage rates and find out how much money you can save! 
Let Independent Stave fill your French oak and American oak wine barrel needs. 
Independent Stave Company 
1078 S. Jefferson, PO Box 104, Lebanon, MO 65536 © 417/588-4151 
4391 Broadway Dr., American Canyon, CA 94589 © 707/644-2530 


A Powerful Newsletter That Is 
G c Guaranteed to Increase Profits 


“MARKETING wits Low Cost Mat soos 


NEWSLETTER 


© A combination of strategies, tactics, news and insights designed to 
give you that important competitive edge. 

° So potent and proven in action that this bi-monthly newsletter is 
fully guaranteed. First year subscription — $49. 

¢ Just one idea in one issue can produce enough profits to cover a 
10-year subscription. 

To subscribe or for a free detailed brochure, call or write: 

The Guerrilla Marketing 

Newsletter — It’s tough to 

succeed in marketing without it! 


GUERRILLA MARKETING INTERNATIONAL 
260 Cascade Drive, PO. Box 1336 
Mill Valley, California 94942 USA 
Toll-free 1-800-748-6444 
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Winery Software 
Winery Production Management System 


Eleven years experience computerizing bulk wine record-keeping on personal computers has 
made us a leader in the field. Our system uses MS/DOS and requires a hard disk. The system 
includes the following functions: 
e Easily providing a complete trace for a wine-lot back to weight tags. 

(Great for a BATF audit.) : 
¢ Supplying the cellar with information to manage the bulk wine inventory. 
e Providing management with bulk wine summary and cost reports. 
e Easily producing the monthly BATF-#702 form with an audit listing of all entrances and exits 

to the bulk wine system. 
Our commitment is to provide the smaller winery the best in affordable computerized bulk 
wine management and to support our clients in the implementation and continued use of this 
system. 

Data Consulting Associates 
18000 Coleman Valley Road, Occidental, CA 95465 
707/874-3067 


Certified Grapevines 


Premium Quality Vinifera and Hybrids 


Protect your vineyard investment by planting your vineyards with premium quality 
virus-tested certified grapevines and rooted cuttings from Schloss Tucker-Ellis. 
We offer a complete selection of benchgrafted vinifera grapevines propagated 
from premium clonal selections which have demonstrated superior performance 
in our winery and vineyards. In addition, our vines are propagated only from 
virus-tested rootstock and scionwood cuttings. Rootstocks include Oppenheim 
$04, Kober 5BB, Couderc 3309, Richter 110, Riperia gloire and any 
other requested rootstock. 
We also provide a large selection of French Hybrids and table grapes. We can 
ship vines throughout the United States, and will custom-graft any variety. 
Hubert Tucker 
Schloss Tucker-Ellis Vineyards 
RD 1, Box 340, Waterford, VA 22190 
703/882-3375 (Nursery) 703/882-3624 (Winery) 


Cooperage 


Barrel Shaving and Retoasting, 
Tank Assembly, Cooperage Repair 


Over 14 years experience has given us the reputation for the finest barrel shaving. 
Barrel Builder’s router-cut method removes spent oak and tartrates to expose a 
clean, fresh surface. We can retoast the barrels over an oak fire and our mobile 
equipment allows us to easily set up at your winery. It makes good economic sense 
to add extra life to your existing cooperage. Call us to find out how reasonable our 
rates are. Broken staves or leaking cooperage? We provide expert repairs with the 
proper woods. Representatives in the finest quality French & American Oak wine 
barrels. 


Your complete full service cooperage! 
Barrel Builders, Inc. 
1085 Lodi Lane, St. Helena, CA 94574 
FAX: 707/963-7553 


1-800/365-8231 707/963-7914 


DON’T MAKE WINE WITHOUT IT! 


stop to wicking and requires no 

pretreatment. Easy to place 

j) and remove, the Boswell bung 

provides extra protection for 

your valuable barrels. The 

Boswell bung. Cost efficient. 
Pure and simple. 


Replacing your wooden 
bungs this year? Fabricated 
from high grade silicone, 
the Boswell bung easily 
outperforms its fir and 
redwood ancestors. 

The Boswell bung puts a 


For more information contact The Boswell Company 
36 Crane Drive, San Anselmo, CA 94960 
415 - 457-3955 
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Viticulture 
Volume | 
Resources in Australia 


edited by B.G. Coombe & PR. Dry 


contributing authors: 

A.J. Antcliff, R.M. Cirami, B.G. Coombe, 

PR. Dry, G.R. Gregory, W.J. Hardie, 

D.|. Jackson, M.G. McCarthy, K.H. Northcote, 
R.E. Smart, M.B. Spurling 


Viticulture 


VOLUME 1 RESOURCES IN AUSTRALIA 


211pp-$45.00 
Order #AIP-VIT-I 


ORDER ON PWV BOOKSHELF ORDER FORM 


Equipment and Supplies 


Complete Supply in Stock for Same Day Shipment at Competitive Prices: 
Corks—Extra First, light-parafined, sterilized, printing available. PVC Capsules 
and T/L Capsules in many colors. Strassburger asbestos-free filter pads. 


We represent the following Equipment: 
Amos Stemmer/Crushers 
Arol Corkers  Clifom Fillers 
G&H Products © Kiesel Mixers 
Quenard Labelers ¢ Padovan 
Strassburger Filters ¢ Wilmes Pressers 


S-TECH RLS, Inc. 


PO Box 20188 
San Jose, CA 95160 
408/268-5537 / FAX 408/264-6042 


R.L.S. Equipment Co., Inc. 


1017 White Horse Pike—PO Box 282 
Egg Harbor City, New Jersey 08215 
609/965-0074 / 1-800/527-0197 


VILTER OWNERS 


Order your compressor parts from PRP and you'll 
save. Plus you'll receive 12/18 month guaranteed 
top quality PRP manufactured parts. 


Call 415-887-4105 
Overnight delivery available 


POWER REFRIGERATION 
PARTS CO. 


3466 Arden Road, Hayward, CA 94545 


Green Valley Farm 


9345 ROSS STATION RD » SEBASTOPOL, CA « (707) 887-7496 
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What's more 
important than 
advertising? 


By Jay Conrad Levinson 

In the world of guerrilla marketing, 
there are 100 weapons at your disposal. 
One of these weapons is advertising. It 
has high visibility, a broad target, and 
hints of glamour. 

Another guerrilla marketing weapon 
is sales training. It isn’t as visible as 
advertising, it’s aimed at a smaller, more 
well-defined target, and it isn’t high on 
the glamour meter. But I’ve seen com- 
panies use sales training so intelligently 
that it created more profits than did 
their advertising. 

Does this mean that sales training can 
actually be more important than adver- 
tising? 

Yes. The more you put sales training 
to work for your winery, the more you 
will reap the rich, green rewards that 
full-scale guerrilla marketing can win 
for you. 


concerned about 


Sulfites? 


Now you can measure sulfite levels easily 
and accurately without burettes, reagents 
or special training. Titrets® hand-held, 
disposable titration cells let you do 
“Ripper” tests in less than 

two minutes—the 

simplest method 

available. 

Call or 

write 

for 

details. 


hand-held, disposable titration 
calls for titrimetric anshysis 


Sulfite test kit determines 
free sulfite. (Sulfur diox- 
ide, SO»), range 10-100 
ppm. 


Rt. 28, 
Calverton, VA 22016 
(703) 788-9026 


It may be that your wines are so good 
they require no salesmanship by any- 
one. If that’s the case, feel free to turn 
the page. But if any kind of selling is re- 
quired by your winery, and you have a 
team of people doing that selling, pay 
close attention. 

This is an opportunity for you to dra- 
matically increase your winery’s profits 
while reducing your marketing costs. 

Take sales training seriously. Here’s 
how to do it: 

1. Repeat your sales training on a 
regular basis. 

2. Do your sales training in person, 
with audiotapes, with a newsletter, 
with a special memo. Use a combina- 
tion of these techniques and use them 
continuously. 

3. Be sure your basic sales presenta- 
tion is memorized. Have your people 
memorize it so well that it sounds like it 
comes from the heart rather than from 
memory. 

4. Recognize that in almost all Ameri- 
can companies, 20% of the salespeople 
do 80% of the selling, so audiotape 
your 20% to see what the heck they’re 
saying. 


ae BRAUD “a, 
Grape Harvesters 
720 Self Propelled 


ee, * 


e Harvesting e Spraying 
¢ Hedging e Planting 
¢ Hilling up ¢ Breaking Down 


e New harvesting system 


Also available: 
Type 524 Pulled Model 


For more information call: 
California H&G Equipment 
(707) 795-5113 (Napa) 
(707) 252-6126 (Cotati) 
East coast (703) 825-5700 


EURO-MACHINES 


vineyard and winery equipment 
P.O. Box 843 
Culpeper, VA 22701 
Phone (703) 825-5700 
Fax (703) 825-5789 


PRACTICAL WINERY & VINEYARD 


5. Videotape your top 20% so you can 
also see what the heck they’re doing. 

6. You will notice that your superstars 
use certain words and phrases, and 
certain voice inflections. By giving an 
audiotape of these to the other 80%, 
you'll be providing them with proven 
sellers. 

7. By providing the videotape to that 
same 80%, you'll show them the key 
non-verbal communication that leads 
to closed sales. 

8. Your 80% will thus be able to mem- 
orize the verbal and non-verbal com- 
munications that will increase their ef- 
fectiveness — at very little cost to you. 

9. Repeat the same points at each 
sales training session. Repetition is an 
ally of the serious sales trainer. If you 
aren't doing your sales training weekly, 
you re not taking it seriously. 

Market like a guerrilla. Do what you 
must to make sales training the most 
lethal weapon in your arsenal. a 

(Jay Conrad Levinson is the author of 
Guerrilla Marketing and Guerrilla Mar- 
keting Attack and publishes The Guer- 
rilla Marketing Newsletter. For a free 
brochure, call toll-free 1-800-748-6444.) 


TONNEEEE RITE 
VICARD S.A. 


Air-Dried French Oak 
of Finest Quality 
supplies 
228L Barrels, 300-350L Barrels, 
450-500L Puncheons 
Upright Tanks, 
Oval and Round Tanks 


Vincent Bouchard 
P.O. Box 2322, Napa, CA 94558 
(707) 257-3582 
184 Rue Haute de Crouin, 16102 Cognac, 
France — Tel. 45.82.02.58 
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Glycol, se freon etc. 
we'll give you the cold facts. 


When it comes to keeping cool there are many options and the correct 
choice could save you up to 40% in operating costs each year. 


Most companies involved in wine refrigeration sell a glycol system. That's 
all. You shouldn't expect them to present an unbiased view of the alterna- 
tives with which they cannot serve you. 


PRC custom designs every type of system, from the smallest chiller to the 


largest computer aided direct refrigerant tank farm—and everything else in 
between. 


We will help you compare the alternatives, then you make the choice that’s 
right for you. Get the collective engineering staff experience of over 150 
years and the support of the company that helped to shape California’s 
wine making industry for over 30 years. 


Call Mark Curtis or Ken Solberg for an appointment to talk about your 
special project. 


INDUSTRIAL REFRIGERATION 
CONSULTING ENGINEERS 
EQUIPMENT —FULL SYSTEMS FABRICATION — MAINTENANCE 
24 HOUR SERVICE NETWORK 


POWER REFRIGERATION CO. - 3466 ARDEN ROAD, HAYWARD, CA 94545 = 415/887-4105 


THE COLD PROFESSIONALS 


ee 


Les Hospices de Beaune, Pine Ridge Winery 
and 2,250 winemakers can’t be wrong! 


PEDIA-KREYER has made over 2600 cellar 
installations in 2250 wineries around the world 
... from Burgundy to the Napa Valley . . . from 
the Rhinegau to Upstate New York! 


Cellar and winemasters rely on these precision- 
crafted, state-of-the-art PEDIA-KREYER heat- 
ing and cooling systems to ensure precise 
control during all phases of fermentation, cold 
stabilization, and storage cycles: 


HEAT EXCHANGERS: Double tube in a coil 
design for heating or cooling, in SS portable 
cabinets. 


PEDIA 


AREVER 


Re 


~ 


D.E. PRESSURE-LEAF FILTERS: Complete 
with agitator dosing tank and pump. Very 
easily cleaned and inspected, and will not lose 
cake when pump stops. 


COOLING/HEATING single or multi-unit 
portable models cool or heat vats up 
to 21,000 gallons. 


ALSO: Temperature control refrigeration units; 
bottleneck freezers; and cryoextraction—a 
patented juice extraction process. 


PEDIA-KREYER sales, parts and service exclusively in 
the U.S. by 
Dill PROCESS ENGINEERS, INC. 
3329 Baumberg Avenue 
i Hayward, CA 94545 
(415) 782-5122 


Call today for further PEDIA-KREYER product information 
and P.E.I.’s complete line of winery equipment. 


